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Unions Fight State 
Control of Welfare 
Funds Activities 


Express Preference for 
Federal Disclosure Law 
as Deterrant to Abuses 


NEW YORK—The New York State 
Federation of Labor experiences acute 
abhorrence at the idea of state super- 
vision of joint union-employer welfare 
funds. Its preference, expressed in a 
statement by Secretary-Treasurer 
Harold C. Hanover at the New York 
department’s four-day hearing here, is 
for a federal disclosure statute. 

State legislation on such matters, the 
union contends, should be limited to 
doing a better job of maintaining the 
purity of agents and brokers, so they 
do not indulge in evil and corrupt 
practices. Mr. Hanover’s statement did 
a rather skillful job of making appear 
that greedy insurance men were to 
blame for the sordid happenings thus 
far unearthed, rather than racketeers 
who worked the captive union game 
for all it was worth and added to 
their take by teaming up with insur- 
ance brokers or agents who were 
willing to kick back most of their 
commissions. 

“Legislation which proposes. to 
meet the problem by bringing health 
and welfare plans under the scope of 
existing state insurance regulations is 
perhaps worse than useless,” he de- 
clared. “The fact is that those abuses 
which have been found in the opera- 
tion of health and welfare funds have 
taken place within an area which had 
already been covered by state regula- 
tions—that is, the operations of in- 
surance companies in obtaining busi- 
hess and in establishing premium rates 
and commission scales, and the prac- 
tices of insurance brokers and agents 
licensed by state insurance authorities 
in their transactions with health and 
welfare funds. 

* e e 

“So long as the alleged regulation 
of insurance companies and agencies 
continues to be no better or more ef- 
fective than it has been in the past, 
the extension of the jurisdiction of 
State insurance authorities to the op- 
erations of health and welfare trust 
funds would simply compound the 
errors of the past. 

_ “Much of the blame for the condi- 
tions now officially decried can be 
Placed at the door of state agencies 
which all along have had the respon- 
sibility of supervising the activities of 
mMsurance companies and agents. For 
example, one notorious insurance 
broker, whose activities in milking a 
union health and welfare fund have 
Tecently been disclosed, was permitt- 
ed to hold licenses and operate in sev- 
eral states despite the fact that sub- 
stantial interests in his agencies were 
owned by known racketeers and crim- 
inal elements. 

“Indeed, that man was issued an 

(CONTINUED ON PAGE 14) 





18 Life Company Stocks 
Show Gains in Month 


Eighteen of the 21 most actively 
traded life company stocks, for which 
figures are compiled by Shelby Cul- 
lom Davis & Co., New York City in- 
surance stock and municipal bond 
specialists, showed increases in asked 
prices in the past month. 

Increases ranged from one to 25 
points, with Kansas City Life record- 
ing the 25-point gain. Three companies 
showed decreases, the drops being one, 
three and 30 points. 

Below are the bid and asked prices 
at the close of business Nov. 29 and 
the changes in asked prices in the 27- 
day period since Nov. 2. 


Bid Asked Asked 


Changes 
Aetna Life ............ 218 223 18 
Beneficial Standard 31% 33% 2% 
Colonial ................ 137 142 17 
Columbian Nat. .. 96 99 3 
Conn. General .... 505 520 —30 
Continental Assur. 179 184. — 3 
Franklin. ................ 101 + 103 615 
Great Southern ... 102 108 —1 
Gulf Life ......00...... 36% 37% 4% 
Jefferson Standard 120 124 2 
Kansas City Life .. 1510 1560 25 
Life & Casualty ... 36% 38 2h 
Life of Virginia... 139 143 5° 
Lincoln Nat. ........ 495 505 20 
Missouri Ins. Co... 26 2715 1 
Monumental] ........ 91 95 5 
National L.&A. .... 97 100 8 
Northwestern Nat. 96 100 2 
Southland Life .... 220 230 5 
Southwestern Life 195 205 15 
Travelers .............. 861% 88 3% 





Shalleck Named 
Assistant to Holz 


Insurance Superintendent Holz of 
New York has appointed Milton Shal- 
leck as executive assistant. Mr. Shal- 
leck, a special deputy superintendent 
in charge of the liquidation bureau, 
has worked closely with the superin- 
tendent on special assignments. He is 
an attorney and before joining the in- 
surance department earlier this year, 
held other public positions, including 
U.S. commissioner on the south Pacific 
commission. 


LIAA Will Feature 
10-Year Look Ahead 
at Dec. 14-15 Meet 


Life Insurance Assn. of America 
will hold its annual meeting Dec. 14-15 
at Waldorf-Astoria hotel in New York 
City. A 10-year look ahead in the life 
insurance business will be featured. 

Ray D. Murphy, president of Equit- 
able Society and of the association, 
will open the meeting at 10 a.m. on 
Dec. 14. His topic will be “Looking 
Ahead.” 

A discussion period of matters of 
current interest will follow. There will 
be reports on investment experience 
in 1955, life insurance in force, new 
business, and disbursements to policy- 
holders and beneficiaries. Discussions 
will continue in the afternoon, follow- 
ing a luncheon. 

Guest speaker at the luncheon will 
be Marion B. Folsom, secretary of U.S. 
Department of Health, Education and 
Welfare, who will talk on “Economic 
Security: Private and Goverment Re- 
sponsibilities.” Mr. Folsom has had 
experience in social security, private 
industry pension and welfare pro- 
grams. 


The Dec. 15 sessions will be devoted 
to a symposium on the 10-year look 
ahead in the life business. Participants 
and their topics will be: Solomon 
Fabricant, director of research of Na- 
tional Bureau of Economic Research, 
the general economic outlook; O. Kel- 
ley Anderson, president of New Eng- 
land Mutual Life, investments; Charles 
J. Zimmerman, managing director of 
LIAMA, agency development; Walter 
Klem, senior vice-president and actu- 
ary of Equitable Society, insurance 
coverages; and Clarence J. Myers, 
president of New York Life, manage- 
ment planning. 

Chairman of the program committee 
is Devereux C. Josephs, chairman of 
New York Life. Members are Roger 
Hull, executive vice-president of Mu- 
tual of New York, and James A Mc- 
Lain, president of Guardian Life. 








Late News Bulletins... 








Pru vs. Union Case Argued at Louisville 


LOUISVILLE—The AFL agents union that Prudential is suing in federal 
court here is trying to make *he union indispensable as the only means of 
communication between Prudential and its 17,000 agents and is trying to take 
over the rights of management, Louisville Attorney John E. Tarrant, who is 
representing Prudential, stated in his oral argument. He cited five union reso- 
lutions. These provide for all union members attending company business 
conferences, bar union members from receiving awards from Prudential, re- 
quire a grievance committee member to be present when an agent is inter- 
viewed by a staff manager, and require agents reports to be filed through 
a grievance committee. The union asks to settle the dispute rather than the 
courts. Both sides were given until next. week to file reply briefs. 


‘56 NAIC Midyear at Miami Beach Dec. 3-7 

NEW YORK—The midyear meeing of National Assn. of Insurance Commis- 
sioners will be held Dec. 3-7 at Hotel di Lido, Miami Beach, Fla., it was de- 
cided Thursday morning at the NAIC meeting here. 


A&H Code Wins 0K 
of NAIC Federal 
Liaison Committee 


Prospects for Adoption 
at Plenary Session Friday 
Believed to Be Favorable 


By ROBERT B. MITCHELL 


NEW YORK—Committee approval 
of the proposed A&H advertising code, 
highlighting hopes for its adoption, 
was the big news at the midyear 
meeting of National Assn. of Insurance 
Commissioners here this week. 

Approval of the advertising code by 
the federal liaison committee leaves 
its final fate up to the plenary session 
Friday. Mc Connell of California was 
the only dissenter on the code sub- 
committee. There appears to be no 
large-scale opposition among the com- 
missioners though there is concern 
lest the opponents of it should prevail. 
There is no overoptimism among the 
industry representatives. All the in- 
dustry organizations favor the code 
except for National Assn. of Insurance 
Brokers, National Assn. of Casualty & 
Surety Agents and International Fed- 
eration of Commercial Travelers Or- 
ganizations. 

The variable annuity subcommittee, 
in making an on-the-fence report to 
the life committee, expressed a two to 
one preference for having the variable 
annuity written by companies special- 
izing in it but this was not viewed as 
being actual opposition to permitting 
regular life companies to write it. 
The subcommittee spelled out a dozen 
ways in which safeguards should be 
provided by law and regulation. Ap- 
proval of the report by the life com- 
mittee leaves final action up to Fri- 
day’s plenary session. 


The A&H code approved by the fed- 
eral liaison committee differs only 
slightly from the earlier draft printed 
in THE NATIONAL UNDERWRITER of Nov. 
18. Main change was in connection 
with coverages excluded from the 
code’s scope. The version issued two 
weeks ago aroused concern among 
casualty insurers thus by implication 
the code be considered applicable to 
the personal coverages in automobile 
medical payments, comprehensive pub- 
lic liability, and other insurance in 
which there is a minor element of 
A&H and hospital insurance. The mod- 
ified version distributed Monday by 
the Pansing committee was thought 
to take care of this trouble by adding 
“...except when issued in conjunc- 
iton with another kind of insurance.” 
However it was pointed out that this 
might leave a loophole for a company 
to issue A&H as an ostensible adjunct 
to life insurance to take advantage of 
the exclusion language. Final version 
says, “...except when issued in con- 
nection with another kind of insur- 
ance other than life, and except dis- 
ability and double indemnity benefits 

(CONTINUED ON PAGE 20) 
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Dawson’s Analysis of Variable Annuities 
States Both Sides in Objective Fashion 


The statement, “A Calm View of Variable Annuities,” written by President 
Louis W. Dawson of Mutual of New York and sent to all Mutual’s managers, is 
being printed by The National Underwriter because it discusses so objectively 
and clearly the pros and cons of this highly controversial matter. It was sum- 
marized briefly in The National Underwriter of Nov. 25. 


By LOUIS W. DAWSON 


The controversy over variable an- 
nuities has now reached a point at 
which it is run- 
ning to extreme 
arguments on both 
sides. Differences 
of opinion and de- 
bate are healthy, 
and should lead to 
sound conclusions. 
But, understanda- 
bly, emotion some- 
times tends to 
creep in; and argu- 
ments are likely to 
become exaggerat- 
ed when feelings 
are strong. 

It might be helpful to look at the 
pros and cons of this question dis- 
passionately, and without prejudice. 
Perhaps we can avoid the technicali- 
ties and qualifications that tend to 
befog the central issues, and base our 
decisions on the principles involved. 
Let’s assess the arguments on both 
sides, and then see how the case 
shapes up. 





L. W. Dawson 


Without going into the detailed pro- 
visions of variable annuities, I am 
assuming in this discussion that equity 
investment would be involved only in 
annuity contracts and in income settle- 
ments under life insurance policies. I 
am also assuming that any such plan 
would provide a gradual pay-in period 
and an extended pay-out period to 
minimize the larger losses that might 
occur if all equities were purchased 
or liquidated at one time. And I am 
further assuming that the variable an- 
nuity would not be offered as a sub- 
stitute for fixed dollar income, but 
merely as a supplement to it, under 
regulations that would assure some 
reasonable proportions between the 
two types of income. 

Some of the more extreme advocates 
of variable annuities apparently be- 
lieve it is a device that will offset in- 
flation and adjust itself continuously to 
changes in the price level, thus main- 
taining a constant purchasing power 
for the holder. From all the evidence 
of history, this goes too far. It is 
true that common stocks generally 
tend to rise in periods of inflation and 
provide some offset to rising price 
levels. But the relationship between 
stock prices and cost of living is not 
constant. The compensating effect of 
stock movements is usually by no 
means exact. And there is often a 
serious time lag in any adjustment of 
stock prices that does occur. 


Moreover, historically, inflation has 
very often followed wars; and prices 
have usually stabilized or declined in 
periods of peace. So, if we assume the 
possibility of a peaceful world in the 
future, we may have greater stability 
of prices than we have had in the 
past, or even a declining price trend. 
There are many things that affect 
stock prices, other than inflationary 
and deflationary factors. In fact, the 
evidence indicates that the stock mar- 
ket often gets out of proper relation- 


ship with various factors in the econ- 
omy, over long periods of time. If 
the variable annuity is adopted and 
offered as a scientific and fool-proof 
way of maintaining a continuous and 
constant purchasing power, I think we 
will be headed for serious disappoint- 
ment and criticism in the future. 

Some advocates of variable annui- 
ties seem to feel that we are in another 
“new era”, in which stock prices 
should rise steadily and indefinitely. 
In the light of past financial history, 
that belief hardly seems justified. The 
success of nearly everything in life— 
and particularly in business life—is 
often a matter of timing. 


One danger that should be recog- 
nized in variable annuities is that the 
proposal is being presented in the 
middle 1950s, after nearly 20 year’s of 
generally increasing prices and ex- 
panding economic activity, largely in- 
spired by a world war. An annuity 
purchased today might give an entirely 
different result than one purchased in 
the 1930s. 

A bad early experience with vari- 
able annuities is therefore possible, 
and would be unfortunate. At the very 
least, any such plan should be sur- 
rounded by provisions requiring an 
extended period for both purchase and 
pay-out. This would seem entirely 
feasible under a properly constructed 
variable annuity contract. A greater 
and more difficult problem would be 
to make sure that people do not take 
a bigger equity risk than their basic 
financial position properly permits 
them to take. 

This would require not only care- 
fully drawn legislation and regula- 
tions, but also great care and honesty 
in sales and service operations. Some 
have expressed doubt that this could 
be controlled; but it seems likely that 
greater control can be maintained 
through the life insurance agency sys- 
tem than if the project develops in- 
dependently. 


It may be that sufficient thought has 
not been given, as yet, to the long- 
term economic and social implications 
of variable annuities. If life companies, 
over a period of time, become sub- 
stantial holders of the common stocks 
of leading American corporations, new 
and important problems will be creat- 
ed for our business. These are not 
necessarily incapable of solution, but 
they should be clearly recognized and 
faced up to, at the outset. As holders 
of corporate debt, we have been rela- 
tively free from any _ responsible 
charges that we are in a position to 
influence corporate managements or 
foster an undesirable concentration of 
financial control over American bus- 
iness. However, if we become sub- 
stantial holders of corporate equities, 
we will have a responsibility to ex- 
ercise voting rights in behalf of our 
policyholders; and we will be much 
more vulnerable to such charges. This 
is a question that deserves most care- 
ful thought and study. 

The fear has been expressed that the 
variable annuity idea will lead to gen- 
eral abandonment of the dollar guar- 


antee, which has been referred to as 
the fundamental principle of life in- 
surance. 

No one has seriously proposed that 
the face amount of policies be made 
variable, or that face values and other 
dollar guarantees be backed by any 
substantial investment in equities. The 
face value of life insurance must, of 
course, be guaranteed in dollars. And 
an institution that guarantees the dol- 
lar value of its contracts must put its 
funds primarily into investments 
which, in turn, guarantee a given 
number of dollars. 

But many years ago, instead of pay- 
ing our death benefits only in a lump 
sum, we began to offer income settle- 
ments of various sorts. The moment 
we did that, we entered an entirely 
new field of operation—that of fidu- 
ciary investment. This latter phase of 
our operations requires primarily an 
investment concept, as differentiated 
from the indemnity concept upon 
which our strictly insurance operations 
are based. There is no conflict or 
contradiction between dollar-guaran- 
teed insurance benefits, and the later 
investment of the proceeds in funds 
that include equities. 

When an individual arranges for an 
annuity or for an income settlement on 
his life insurance policy, I think he 
is seeking security in the form of 
assured purchasing power for his fam- 
ily if he is not here to supply that. If 
fixed-dollar income settlements will 
supply that, then fixed dollars are 
what he wants. But if fixed dollars 
won’t provide that purchasing power, 
then he wants something else. If vari- 
able annuities would help to maintain 
purchasing power, then they would 
seem to have a logical place in our 
operations. We have a right—in fact, a 
duty—to engage in any activity that 
will enhance the security of our pol- 
icyholders and their families. 

e e a 

Critics of the variable annuity idea 
say they are afraid that if equity 
markets go down and the income re- 
ceived from such contracts declines 
the reputation of the life insurance 
business would be injured. This seems 
a reasonable fear but if such an an- 
nuity is understood at the time it is 
bought the danger of such adverse 
reaction would be greatly diminished. 
Trust companies, investment trusts, 
university endowments and pension 
trusts have invested in equities for 
many years through periods of good 
and bad business, without any notice- 
able loss of public esteem. 

Some of those who oppose variable 
annuities fear a repetition of the 1929 
stock market crash. That seems to me 
a concern that is hardly warranted by 
the facts of present-day economic and 
financial life. Equity prices, of course, 
will always be subject to wide fluctua- 
tions, but many students of our econ- 
omy point out that we have many 
built-in controls, for*use by both the 
government and private business, 
which should minimize the depth and 
duration of downward swings in bus- 
iness and markets in the future. 

Some people contend that the bene- 
ficiary of the life insurance policy has 
no business assuming any of the risks 
of equity holding, no matter how 
small. Fortunately, the 1929 crash did 
not end equity investment in this 
country. In this connection, it should 


a 
be remembered that the proceeds 
life insurance are no longer used 
to defray funeral expenses. Life in. 
surance is property, and is owneg 
substantial amounts by millions of 
people. Many of them and their bene. 
ficiaries are in a sound position to jp. 
clude a certain amount of equities jp 
their holdings. 

Some opponents of variable annyj- 
ties have said that the device is merely 
a plan for the sale of common stocks 
and that the life insurance companig 
would be conducting a securities bus. 
iness under the guise of selling yay. 
able annuities. I cannot see that such 
an annuity is any more a sale of 
stocks, than a fixed-dollar annuity jg 
a sale of bonds and mortgages, 

It is hard to conceive that anyone 
would buy a variable annuity fo 
speculative purposes. Because it would 
be purchased over an extended perio 
and paid out over an extended period, 
there would be no speculative tin; 
involved. Nor do I believe that jp. 
ability to liquidate in a downturn 
would lead to serious criticism—cey. 
tainly no greater criticism than we 
have endured by reason of decreaseg 
purchasing power of fixed annuity 
income. 

Many people say that variable ap. 
nuities would be confused by the pub. 
lic with fixed-dollar annuities. There. 
fore, they feel that those who sell the 
variable contract should not be per. 
mitted to use the word “annuity” tp 
describe it. It is difficult to apprais 
this possibility but it is something that 
at the very least should require the 
companies and their field forces t 
sell it carefully. If any buyer had a go. 
called fixed-dollar annuity in mind. 
no word could put him on notice mor 
clearly than the word “variable.” We 
sell a great variety of life insurance 
contracts without misrepresenting 
them to the public. 

There is also ample precedent for 
combining the word “annuity” with 
other words intended to describe a 
particular type of annuity. For exam- 
ple, we already have refund annuity, 
joint and survivor annuity, retirement 
annuity, contingent annuity, annuity 
with period certain, and various other 
types of annuities. Why would “vari- 
able annuity” be less descriptive or 
more deceptive than any of these’ 

Probably the one thing that the 
public understands best about an “an- 
nuity” is that the payments under it 
are made from principal as well as 
from income. Hence, if the word 
“annuity” were not used to describe a 
variable annuity, people might be 
misled into thinking that their prin- 
cipal remained intact. 

There is nothing in the meaning of 
the word “annuity” that requires the 
payment of a fixed number of dollars. 
It means periodic payments for life, 
based on a mortality table, in amounts 
calculated to disburse income and ex- 
haust the principal. Payments can be 
made annually or more often. Pay- 
ments can be fixed amounts, or Ppét- 
centages of the fund. Payments cal 
be made in variable amounts. Pay- 
ments don’t even have to be made it 
dollars or any other kind of monty. 
They can be bushels of wheat, sacks of 
flour, or cows. 

There is plenty of support—both le 
gal and otherwise—for the view that 
variable annuities are true annuities 
That view is also supported by the 
federal tax authorities and by 
definition of annuities given in 
New York state insurance law. 

Some people have expressed the 

(CONTINUED ON PAGE 19) 
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ASH Code Draws 
Fire but Adoption 
by NAIC Expected 


Few Changes Made by 
Subcommittee; Brokers, 
Agents Want Voice 


NEW YORK—The Pansing commit- 
tee’s A&H advertising code, in spite of 
considerable dissension from sources 
such as brokers and agents associa- 
tions and a few commissioners, is ex- 
pected to be adopted by National Assn. 
of Insurance Commissioners in sub- 
stantially the same form as it appeared 
when it was first released Nov. 17. 

The code underwent a public hear- 
ing here Nov. 26 at which arguments 
against either the entire code or por- 
tions of it were voiced, and the sub- 
committee of the executive committee 
of NAIC spent the rest of Saturday 
and all of Sunday working on revi- 
sions in the code. 

Changes were primarily in wording, 
and only in a few cases were substan- 
tive. Major changes include the change 
in definition of a policy to exclude 
A&H insurance when issued in con- 
junction with another kind of insur- 
ance; in the section of waiting, elimin- 
ation, probationary or similar periods 
which was changed to read, “when a 
policy contains a time period between 
the effective date of the policy and the 
effective date of coverage under the 
policy or a time period between the 
date a loss occurs and the date bene- 
fits begin to accrue for such loss,” and 
advertisements covered by section 3B, 
those referring to dollar amounts, 
periods for which benefits are pay- 
able, costs of policies, etc., shall dis- 
close the existence of such periods. 
Also added was a stipulation, which 
was requested by Artemas C. Leslie, 
of Blue Cross-Blue Shield at the pub- 
lic hearing, that states that an adver- 
tisement shall not use a trade name, 
service mark, slogan, symbol or other 
device which has the capacity and 
tendency to mislead or deceive as to 
the true identity of the insurer. 


In an attempt to emphasize that the 
FTC was still cooperating with NAIC 
in spite of the 10 citations against in- 
surers last week, Chairman Gwynne of 
FTC wrote Commissioner Pansing of 
Nebraska: “The issue of these addi- 
tional citations on the eve of your 
meeting might indicate we are no 
longer cooperating with you in our 
joint problem. I hope you may find oc- 
casion to point out that such is not the 
case. You and your organization have 
been very cooperative at all times ana 
it is a pleasure to work with you.” 


Moses G. Hubbard, counsel of Com- 
mercial Travelers, suggested to the 
Pansing committee that the code not 
be adopted unless an emergency seems 
obvious. He said he can see no emer- 
gency since insurance is the most reg- 
ularly supervised of any business in 
the U.S. today. The Martin committee 
(the subcommittee of A&H headed by 
Commissioner Martin of Louisiana) 
found, he said, that the subject of in- 
surance advertising in the complaints 
filed throughout the U.S. has been 
conspicuous by their absence. If the 
Commissioners in the states in which 
companies are issuing improper ad- 
vertising would use a little more iron 
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Willis J. Milner, vice president in 
charge of the ordinary agency division 
of Life of Virginia, was honored on 
his 63rd birthday by good wishes from 
agents, whose greetings were attached 
to applications totaling a _record- 
breaking production. Mr. Milner, at 
left, is shown receiving congratulations 
from President Charles A. Taylor. 








in their regulations the code would be 
unnecessary, he declared. 

By adopting the code, the insurance 
business is placating FTC, Mr. Hub- 
bard said. He accused FTC of black- 
mailing insurance into adopting such 
a code or into having a trade practices 
conference by threatening to cite more 
companies on charges of false and 
misleading advertising if they did not. 

The U.S. Supreme Court has to tell 
him whether his company’s advertis- 
ing is misleading, he said. His com- 
pany is going to find out whether the 
FTC has the proper jurisdiction and 
he believes the court will hold that 
the individual commissioners are in 
charge of regulating advertising of in- 
surers, he said. 


e e e 

If the theory of NAIC is to get the 
FTC to withdraw the citations, he said, 
the insurance business won’t know 
where it stands. He said he hopes 
NAIC and the committee will realize 
that the code is unnecessary. It will 
make no difference to FTC whether or 
not it is adopted. 

Comissioner McConnell of Californ- 
ia explained that several states have 
adopted a “little FTC” laws which 
contemplate the adoption of the pres- 
ent code by NAIC. These little FTC 
codes are not wise legislation, he said. 
They give the insurance commissioner 
too much power. 

The commissioner said that in the 
Fireman’s Fund citation it is being 
argued that FTC claimed jurisdiction 
over the advertising of the company in 
all states except California, because 
California has laws governing mis- 
leading advertising of insurers. If 
there is such a statute in a state, Mr. 
McConnell said, that ends FTC juris- 
diction. 

Mr. McConnell suggested that the 
A&H code should have been worded in 
positive rather than in prohibitory 
language. This would, he suggested, 
have created an umbrella of protec- 
tion rather than establishing a basis 
of condemnation. 

Cc. F. J. Harrington of National Assn. 
of Casualty & Surety Agents asked 
at both the public hearing and the 
NAIC subcommittee meetings that 
agents and brokers, if they are to be 
considered insurers in the sense of the 
code, as stated in one section, should 
have a voice in it’s development. Law- 
rence Pomeroy of National Assn. of 
Insurance Brokers voiced a_ similar 
opinion at the public hearing. 

The subcommittee on company re- 
ports and A&H claim settlements of 
the subcommittee of A&H put off the 
discussion of claim settlements until 
a meeting of the commissioners and 

(CONTINUED ON PAGE 13) 
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Northwestern Mutual Wants Premium 
Rate Gradation by Size of Policies 


NEW YORK—Northwestern Mu- 
tual’s keen interest in graduating its 
premium rates by 
size of policy as 
soon as this be- 
comes permissible 
in all states was 
the high point of 
the meeting of the 
National Assn. of 
Insurance Com- 
missioners sub- 
committee on spe- 
cial policies, head- 
ed by Commission- 
er Humphreys of 
Massachusetts. 
“We have been considering adopting 
this but we can’t until we can do it 
coast to coast,” Vice-president Robert 
E. Dineen of Northwestern Mutual 
told the subcommittee. 

Mr. Dineen, a former New York in- 
surance superintendent, argued that in 
permitting rate differentials according 
to size in connection with workmen’s 
compensation and nine other lines of 
non-life insurance the commissioners 
had long ago decided that gradation 
by size is acceptable. He also pcinted 
out that the special policies issued by 
life companies have in common the 
factor of a _higher-than-usual size 
minimum and that other features of 
underwriting, different cash values, 
etc., are merely gadgets or gimmicks. 

Because of the long-standing official 
acceptance of gradation by size for 
non-life coverages, Mr. Dineen said 
that “speaking as an ex-bureaucrat, 
we are the captives of our prior de- 
cisions.” While the subject under dis- 
cussion now is permitting companies 
to grade premium rates by size on a 
permissive basis, he thought it might 
only be a couple of years before the 





Robert E. Dineen 


question of doing it on a mandatory 
basis would be up for ‘action. 

Earlier this year New York gave its 
blessing to gradation of rate by policy 
size. The request had been made by 
Berkshire Life. However, Berkshire has 
not been able to make use of this per- 
mission because it has run into op- 
position in certain other states. 

Albert L. Hill, Berkshire vice-presi- 
dent and general counsel, told the 
Humphreys subcommittee that in the 
25 states in which Berkshire operates 
10 have either enthusiastically accepted 
this proposition or have acknowledged 
its possible acceptance upon the making 
of actual filings and establishment of 
the factors regarding the equitable 
nature of the plan. Three states might 
be considered as having rejected the 
proposal “although we believe the 
doors would still be open for further 
exploration and explanation in the 
area of ‘discrimination’ alone.” One 
state still has the matter before its 
attorney-general for a ruling, two 
states will await and be interested in 
the action taken by the NAIC, and the 
remaining states have been  unre- 
sponsive “but we feel would make 
their views known with any action of 
the NAIC in mind.” 

Mr. Hill said Berkshire and other 
companies interested believe the ap- 
plication of the principle of the block 
system of price gradation by size, with- 
in the limits of practicability, “is the 
only logical and equitable answer to 
the industry-wide problem of so- 
called ‘special’ forms.” 

Gardner Knight, vice-president and 
actuary of Berkshire, said action by 
the NAIC would be helpful in for- 
warding the gradation principle by ap- 
proving it as not being a violation of 
anti-discrimination laws. 








Joint Committee 
Calls FTC Charges 
“A Continuation”’ 


The Joint Committee on Health In- 
surance has made a statement on the 
latest FTC charges of false and mis- 
leading advertising against A&H in- 
surers in which it is pointed out these 
are merely a continuation of a series 
of such citations begun more than a 
year ago. The charges are made against 
advertising published more than two 
years ago, samples of which were sub- 
mitted to the FTC for examination. 

The statement goes on to say that an 
advertising code is in preparation and 
is expected to be adopted by National 
Assn. of Insurance Commissioners at 
its meeting this week in New York. 

“The issuance of wholesale com- 
plaints by the commission against 
companies of all types without pre- 
viously having set up any standards or 
made any comments as to what should 
be in advertising and what should not 
be, appears to be an example of the 
bureaucratic waste of taxpayers’ funds 
to which the Hoover commission was 
directing its attention,” states a letter 
sent by Lumbermans Mutual Casualty 
to its representatives. It adds more 
may be forthcoming. 

L. H. Graves Jr., president of Na- 
tional Bankers Life of Dallas, said the 
FTC charges are “ridiculous.” 


N. Y. Life Endorses 
Issuance of Variable 
Annuity by Insurers 


NEW YORK—New York Life Mon- 
day officially endorsed the idea that 
life companies 
should be permit- 
ted to write the 
variable annuity. 

Its position was 
made known in a 
statement author- 
ized by Chairman 
Devereux C. Jo- 
sephs, read at a 
meeting of the var- 
iable annuity sub- 
committee of Na- 
tional Assn. of In- 
surance Commis- 
sioners here dur- 
ing the NAIC meeting this week by 
Lee Gammill, general counsel of New 
York Life. 

“We have made no decision as to 
whether or when the New York Life 
may enter the variable annuity busi- 
ness, if authorized, but we do favor 
proper legislation which will permit 
any life insurance company that wishes 
to do so to enter this business,” the 
statement concluded. 

“We do not think that the variable 

(CONTINUED ON PAGE 11) 
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Propose Ceiling 
on Pay to Lender 
for Credit Cover 


ALC-LIA Recommend Model 
Bill to Reduce Abuses in 
Credit A&H-Life Field 


NEW YORK—American Life Con- 
vention and Life Insurance Assn. of 
America have proposed model legis- 
lation which would limit compensation 
to lenders to 40 cents per $100 of 
initial indebtedness for credit life, and 
to 60 cents per $100 of initial indebt- 
edness for credit A&H which has a 14 
day nonretroactive elimination period 
on an indebtedness of one year’s dur- 
ation, and to consistent amounts in the 
case of other credit A&H. 

The proposal was made to the sub- 
committee on credit life and credit 
A&H of National Assn. of Insurance 
Commissioners at the midyear meeting 
here. This is a unit of the life commit- 
tee and it is headed by Larson of 
Florida. 

The proposal is limited to loans of 
$500 or less, Albert Pike Jr., actuary 
of LIAA, said in his presentation. W. 
Lee Shield, associate general counsel 
of ALC, also spoke on the proposal. 
The restriction was suggested, accord- 
ing to Mr. Pike, because credit insur- 
ance abuses which have been so 
publicized have been confined gener- 
ally to small loans. Also, limitations 
with respect to loans of $500 or less 
will have a pace-setting effect on the 
maximum compensation paid for 
larger loans, without standardizing the 
compensation rate to the lender at a 
fioor higher than the lender may re- 
quire or competition may produce 
on larger loans where the borrower 
can be more selective in choosing a 
lender. 





LIA-ALC also want to suggest other 
changes in the rules proposed by the 
commissioners. One is that credit A&H 
insurance should be restricted in 
forms to plans having claim elimin- 
ation periods of 14 days or more, to 
preclude sale of higher priced cover 
producing claims of a frequency not 
conveniently serviced through most 
lenders. 

The two life organizations urged 
that existing NAIC model credit in- 
surance regulations be put into model 
legislation, with commissioners and 
interested organizations cooperating 
in the effort. Presently, Mr. Pike 
pointed out, NAIC model regulations 
cover the desirable aims of availabil- 
ity of credit coverage to all borrowers 
who desire it, of competition between 
credit insurers, and of avoidance of 
any action tending to undermine the 
agency system. It is the fourth aim, 
to protect the borrower or purchaser 
from excessive charges of such insur- 
ance, whatever the charges are called, 
that the 40 and 60 cent ceilings are 
designed to meet. 

eo e . 

The proposal has been discussed 
with Consumer Credit Insurance 
Assn., National Assn. of Life Under- 
writers, and with a few of the princi- 
pal lenders. 

Oren D. Pritchard, Union Central 
Life manager at Indianapolis and 
trustee of NALU, told the Larson 
group that his organization continues 
to believe that no commissions or 
emoluments of any kind should be 
paid lending institutions. The agency 
system, he thinks, is perfectly capable 
of taking care of the life insurance 
business in America. 

Mr. Shield said the proposal was 
drawn after much deliberation. One 
objective was to suggest something 
that would be supported by insurers 
and lenders. It was felt impractical to 
cut off all compensation to the lender. 

Paul Boyer, Chicago attorney rep- 
resenting Household Finance Corp., 
said he was glad to hear Mr. Pike 
admit that there are abuses in credit 
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insurance, and that there is a lack of 
competition that needs to be corrected. 
Mr. Boyer said he remembered the 
time when the attitude of the business 
was that only a few pennies were in- 
volved, and that if there were a few 
things wrong, they could be swept 
under the rug. 


The ALC-LIA proposal is, he de- 
clared, an aspirin when what the 
patient needs 100,000 cc’s of penicil- 
lin. 

An HFC study shows that it costs 
2.9 cents per $100 of loan to furnish 
credit life to borrowers and it costs 
4.7 cents per $100 of loan outstanding 
to maintain it for a year. He said he 
couldn’t see any excuse for the 40 cent 
figure. 

Jr. Francis Ireton of Commercial 
Credit Corp. said he would like the 
details of the HFC study because a 
few years ago his firm made a cost 
study in Pennsylvania and found the 
cost to the creditor was 19 cents plus 
per $100 of loan. 

Arthur Cade, executive vice-presi- 
dent of Old Republic Credit Life, 
who spoke for Consumer Credit Insur- 
ance Assn., said that some reasonable 
compensation to the lender seems in- 
dicated though it is essential to cut out 
the abuses of overcompensating the 
lender. 


He said that if the model bill is 
adopted, it is essential for the public 
to know what it is paying for insur- 
ance. There should be full disclosure 
of the cost of all component parts— 
interest, insurance, repayment of prin- 
cipal, etc. If the lender can get only 
40%, his interest becomes that of the 
borrower. He would not be interested 
in seeing the insurer make a big profit, 
so he would seek rate decreases. 

He warned that unless commission- 
ers and the business work out a 
solution satisfactory to all, lenders 
might shift to some other means of 
supplying the market for loan cover- 
age. The greatest area of abuse is in 
the additional charge the lender makes 
beyond the premiums, and disclosure 
would stop excessive charges at this 
point. 





More Study Asked for 
NALU Bill on Mutual 
Fund Tie-in Sales 


NAIC’s subcommittee on tie-in sales 
of insurance with mutual fund shares 
was asked to give continued study to 
National Assn. of Life Underwriters’ 
brief and its proposed bill to prohibit 
this practice. 

Oren D. Pritchard, Union Central, 
Indianapolis, NALU trustee, told the 
subcommittee that NALU’s position 
remained unchanged since the NAIC 
Detroit meeting. A copy of the state- 
ment of its position against tie-in sales 
has been given to each commissioner. 

Victor Lutnicki, 2nd vice-president 
of John Hancock, said his company 
supports NALU and believes if the 
practice is to be stopped it should be 
done by legislation. 

However, he said, the present sit- 
uation surrounding variable annuities 
throws another “shade” of color on 
the matter. ’ 

With the variable annuity problem 
so unsettled, it might be well to go 
slow in taking a position on the prac- 
tice of insurance companies insuring 
time purchases of mutual funds. He 
would still support NALU but in the 
light of the variable annuities prob- 
lem urged going slowly. 

Commissioner Humphreys of Massa- 
chusetts presided in the absence of 
Commissioner Goebel of Kentucky, 
the chairman. 


New Bankers, ia., 
Policies Feature 
Convertibility 


Two new low-cost policies with spe- 
cial convertible features now are being 
offered by Bankers Life of Iowa, 

A flexible ordinary life Policy jg 
available in amounts of $12,509 or 
more and a flexible whole life paid-up 
at age 90 plan is offered in amounts y 
$5,000 or more. They will be issued 
both to standard and substandayj 
risks. 

Under each plan there is delivereg 
a whole life policy that has two spegia 
options which allow changing the pole 
icy on specified dates to a limited-pay 
plan or an endowment plan without 
making a large lump-sum deposit. Ip. 
sured has an opportunity to make 
these changes at the end of the 10, 
policy year or at age 55. Policies 
issued to persons 45 or older can he 
changed to either of the two plans on 
the policy’s 10th anniversary. All Teg. 
ular change provisions also will apply 
to the new plan. 

The company describes the policies 
as containing a built-in “timing” feg. 
ture. The prospect who needs proter. 
tion can get that in abundance for ; 
low-dollar premium. As time passe; 
and protection needs diminish—anj 
the prospect begins to think more of 
retirement—he can take advantage of 
a guaranteed option to provide mor 
income each month when he retire: 
This takes a few more savings dollars 
but the prospect’s income is greater 
than when he bought his policy 
time helps provide the extra dollars 
when they are needed. 





E. R. Carter, 55-Year 


Insurance Veteran, Retires 


Edwin R. Carter, actuary of Wash- 
ington National since 1938, has retired 
after 55 years in the life insurance 
business. He was honored at a special 
board meeting at the home office in 
Evanston, Il. 

Starting as an actuarial clerk with 
Des Moines Life, Mr. Carter from 190! 
to 1903 was actuary for National Life 
& Trust of Des Moines and for the next 
30 years was actuary of National Life 
of the U. S. When National Life was 
taken over by Hercules Life he re- 
mained as actuary of that company 
until its merger with Washington Na- 
tiona. 

Mr. Carter was a charter member 
and fellow of the former American 
Institute of Actuaries and now is 4 
fellow of Society of Actuaries. 





Great-West Opens Iowa 


Agency: Johnson Manager 


Great-West Life has opened its first 
Iowa agency, naming George T. John- 
son manager at Des Moines. 

For nearly two years Mr. Johnson 
has been supervisor for Great-West 
and Kansas City. Before that he hai 
experience as an agent. 





Mass. Mutual Cashier Schools 


Nearly 50 cashiers of Massachusetts 
Mutual Life attended  two-w 
schools at the home office. The schools, 
which were under the direction o 
Arthur C. Caps, agency assistant, were 
last held in 1948. 





Employes Join Maine Life Program 


Municipal employes of South Port- 
land, Me., will join the state’s group 
life program starting Jan. 1, contribut- 
ing 65 cents per $1,000 per month cov- 
erage. The city will pay $4,977 a yea, 
less dividends, on the present basis o 
136 employes. 
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NEW YORK—A nation-wide clearing 
house system to enable workers to 
transfer their pension equities freely 
in moving from job to job was sug- 
gested by A. A. Berle Jr., financial 
expert and former assistant Secretary 
of State, in his testimony at the welfare 
fund hearings conducted here by the 
New York department. 

Like other witnesses Mr. Berle em- 
phasized the need for some system that 
would not lock the worker into his 
present employment and not work 
against him when he reached age 40 or 
45 and then wanted to change jobs, 
only to find that a new employer 
would not take him on because of the 
cost of his past service liability for 
pension credits. 


“The ultimate goal of course, would 
be so to arrange matters that an in- 
dividual changing from one employer 
to another could have his accumulated 
credit transferred to the fund, if any, 
of the new employer, the new employer 
thus paying the same contribution on 
his behalf as the old employer did,” 
said Mr. Berle. 

“The problem of men, middle-aged 
and over, seeking employment is be- 
coming acute. Employes—and the com- 
munity as well—have an interest in 
seeing that an age group does not 
emerge to which great avenues of em- 
ployment are closed because of em- 
ployes’ funds or which has lost its 
freedom to change employment. 

“Unreasonable forfeiture of em- 
ployes’ rights in an employe fund 
should be prevented. Part of the em- 
ploye’s pay has been taken from him 
and placed in the fund. He should not 
be required to forfeit these compulsory 
savings because he changes his job.” 

Mr. Berle explained that he was not 
suggesting that exaggerated or ex- 
pensive “vesting” be given that would 
give the employe the right to demand 
the cash value of his vested right and 
take it along with him. But, he said, 
where early vesting is not provided, 
the employe should not have to forfeit 
the benefit of savings made for him. 
He said transferability of an accumu- 
lation from one fund to another might 
be the solution—so that what an em- 
ploye has built up in one fund may be 
transferred to another, his contribu- 
tions to the old fund being carried for- 
ward in his new fund. 

. e @ ’ 

At the same time, he said, employes’ 
funds and vesting rights should not be 
set up so as to create positive induce- 
ments to employes to float from one 
job to another for no better reason 
than that thereby they can draw cash 
from a fund. 

Mr. Berle mentioned the tremendous 
size of employes’ funds, both insured 
and non-insured. He said in his opinion 
it would not be an overestimate to sug- 
gest that the present $24 billion accu- 
mulated in employes’ funds will rise 
by 1975 to somewhere in the neigh- 
borhood of $80 billion and “it could 
easily be that this suggested figure 
will then prove ridiculously low.” 

“The economics of this ought to be 
clearly understood,” Mr. Berle said. 

This money is capital. This kind of 
money cannot be compared with the 
billions of dollars which travel 
through the deposit accounts of banks 
or the daily flow of wages. It is easy 
to say, when personal incomes run at 
the rate of $300 billion a year we 





Weeas 


Suggests ‘Clearing—House’ for Transfer 
of Pension Equities When Changing Jobs 


ought not to worry too much about 
$24 billion now or its possible rise 
to three times that figure in 20 years. 

“But this is a different sort of mon- 
ey. This constitutes savings. It must 
be invested as capital is invested. It 
should enter into the capital of the 
country and not into circulating me- 
dium. THis money is expected to do 
something. It must provide produc- 
tion and must provide it so that the 
production will be coming into exist- 
ence to satisfy the claims of employes 
when they retire or draw down their 
benefits. When they retire, they will 
want not gasoline or groceries which 
they did not consume in 1955 but the 
gasoline and groceries they do need 
in 1975—or whenever it is.” 

Mr. Berle also emphasized that 
there is not only the question of how 
to safeguard investments but the 
problem of power over all this con- 


centrated money. For example, the 
trustee of American Telephone & Tele- 
graph’s employes’ fund has more than 
$2 billion. Such a trustee can exert a 
powerful and perhaps decisive impact 
on any target sector of the American 
economy. 

Beardsley Ruml, economist, was un- 
able to be present but gave his views 
in a letter to the department. He said 
that welfare and pension plans are 
certain to become as pervasive as the 
public school system and accordingly 
it is imminent that these plans must 
be subject to an appropriate amount 
of public inspection and regulation. 
Part of this he said will be a respon- 
sibility of the federal government, part 
that of the state government. 

“The federal government will .need 
to safeguard the tax exemption priv- 
ilege under the corporate profits tax 
and it will almost certainly in due 
course take some notice of the char- 
acter of the portfolios of the pension 
funds,” Mr. Ruml stated. “It will be 
the responsibility of the state to safe- 
guard the funds against fraud, use for 
private gain and against the extremes 


of injudicious financial mismanage- 
ment. 

“In the beginning, the form of such 
regulation should be registration with 
an appropriate state and/or federal 
agency (this in view of tax privileges 
granted), disclosure of essential facts 
with respect to management, with 
perhaps a requirement that at le -* 
two directors of a company or the top 
controlling group of a labor union be 
members of the investment committee, 
and reports to the board as a whole 
of all transactions be made quarterly. 

“Unless there is some administra- 
tive difficulty, which I do not foresee, 
I think that each beneficiary of a 
welfare or pension fund should be 
informed annually precisely what his 
rights and privileges under the fund 
are as of that particular date. In my 
experience these rights and privileges 
are, as a matter of fact, being in 
creased as a result of skillful invest- 
ment policy without the information 
being transmitted to the beneficiaries. 
Of course it might be the other way 
around. In any case the beneficiary 

(CONTINUED ON PAGE 1%) 
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Navarre Calls for 
More NAIC Study on 


Union Welfare Funds 

NEW YORK—Commissioner Navar- 
re of Michigan, chairman of the NAIC 
subcommittee on commercial pension 
funds and trusteed welfare funds, re- 
ported to the subcommittee’s first ses- 
sion at the semi-annual meeting here, 
that the group was not prepared to 
discuss any particular proposals be- 
cause it lacked enough time to study 
the report. 

Observers expected that the sub- 
committee would have no specific pro- 
posals for the plenary session later 
in the week and would tell the full 
membership that it would make an ef- 
fort to present a report at the June 
meeting. 

Robert A. Crichton, counsel of 
American Life Convention, said his 
organization is interested in the ques- 
tion of whether the operation of union 
pension plans constitutes doing an in- 
surance business. But due to lack of 
time, he said, ALC had no proposal 
ready for the meeting. 

Mr. Crichton said ALC and Life In- 


surance Assn. of America had a joint 
committee which would like to make 
a proposal on the subject to NAIC ata 
future meeting. 

Albert Pike Jr., actuary of LIA. re- 
peated arguments put forth by the 
ALC-LIAA Joint committee on union 
welfare funds at the recent New York 
insurance department hearing. The 
committee is more than willing to 
work with the NAIC’s subcommittee to 
develop “proper legislation,” he said. 

The immediate problem is the wel- 
fare fund situation in New York state, 
he said. The ALC-LIA’s position in 
this state does not necessarily carry 
for the rest of the country because 
laws in other states are different. 

The joint committee’s overall policy 
is that if there is to be regulation, it 
should be done by the states and not 
the federal government, Mr. Pike em- 
phasized. 

There are two phases to the New 
York welfare fund problem, the non- 
insurance phase and the insurance 
phase. 

He illustrated this by pointing to 
joint trusteed plans which receive 
money contributed by employers. The 
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Cal- 
ster Inc.” something about . . . but because 
_ training program for 
: agents has attracted in- 

terest from many segments 

of the life insurance in- 
- dustry. If the program has 


Since its inception, 
Western’s “YOU, 


enjoyed above-average 
success, we believe it is 
' due, first to extremely 
careful selection stand- 
ards, and second to cer- 
tain basic concepts around 
which “YOU, Inc.” is , 
framed. In this series of 
+» messages, we present some 
of these concepts . . . not 
in the spirit of boastful- 
ness .. . but because they 
* may be of value to the 
industry as a whole. 


of the number of things they know 


of the few things they do well. 

Cal-Western’s “YOU, Inc.” training 
is based upon this tenet. The ob- 
jective is to build above-average 
skill in the fundamental techniques 
of selling life insurance. We believe 


that mediocre ability, projected in 


It’s a fact that people 


@ succeed... not because 


trustees then select an insurance com- 
pany, and at this point, the insurance 
business enters the picture. Before the 
trustees buy insurance, they are only 
collecting money and are not in the 
insurance business. 

In cases where the. trustees decide 
against buying insurance and will pro- 
vide the benefits through their own 
fund, the ALC-LIA group believes—in 
New York state at least—that these 
funds are entering the insurance busi- 
ness, Mr. Pike declared. 

The joint committee favors disclo- 
sure legislation, once it is decided 
what must be disclosed, he said. 

Trusteed funds and insurance com- 
panies both pay benefits, as long as 
they have the money. In New York at 
least, it does not matter to employes 
which promises the benefits, he said. 

“In actual fact, if not in legal form, 
we have a lot of insurance going on 
outside the insurance department,” he 
said. This is bad for the insurance 
business and for the departments. 
Also, it opens the way for loss to the 
states of the premium taxes from the 
companies if unions can set up their 
own funds to provide benefits without 
buying insurance. 





Agents’ Qualifications 
Come up in D. C. 


Applicants for insurance licenses in 
Washington, D.C., since 1953, have 
been required to state whether they 
were Communists or members of any 
group on the Attorney General’s sub- 
versive list, Insurance Superintendent 
Jordan told the Senate subcommittee 
on constitutional rights. He said that 
as a result, two or three applications 
for licenses were withdrawn. 

His department has had no trouble 
with Communists, he said. 

Meanwhile, the U.S. court of appeals 
at Washington, D.C., reversed the dis- 
trict court and Mr. Jordan’s decision 
not to renew licenses of Atlantic In- 
surance agency and S.F.&G. agency 
of Washington, D.C. The decision will 
be studied by Mr. Jordan and his coun- 
sel. The only further appeal is to the 
Supreme Court. 

Mr. Jordan has refused to renew the 
licenses because the agencies are said 
to be controlled by Dr. S. Dewey Gott- 
lieb, former president of Columbia 
Auto Loan Co., which local courts 
found guilty of cheating customers by 
charging for insurance without fur- 
nishing protection. 

Under the law, the insurance su- 
perintendent must be satisfied that 
applicants for licenses are trustworthy. 
However, the appellate court found 
that the statute pertaining to licenses 
renewals, unlike the section on origin- 
al licenses, states nothing whatever 
about lack of trustworthiness as a 
ground for refusal to renew. 


Buffalo Life Trust Council Elects 


Buffalo Life Trust & Banking Coun- 
cil has elected C. C. Browning, man- 
ager of New York Life at Buffalo, 
president,’ E. L. Hewson vice-presi- 
dent, W. A. Schworm secretary, E. E. 
Frye treasurer, C. L. Kirkland and 
C. A. Carr, directors. Mr. Browning 
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NALC Asks NAIC to 
Keep Its Hands Off 


Tontine Legislation 


NEW YORK—The National Assp at 
Life Companies, through its gener! N 
counsel, respectfully asked the Na. 
tional Assn. of Insurance Commission. 
ers to take the matter of uniform ang. 
tontine legislation off its agenda ani 
leave the entire matter to the indivig. 
ual states to handle. 

The request was made by Devereay, 
MecClatchey, who is general counsel o; | si 
Coastal States Life of Atlanta as ya 
as of NALC. : 

Mr. McClatchey contended at the 
meeting of the NAIC subcommittee on 
tontine control during the commis. 
sioners’ meeting here this week thai 
tontine policy control is not an ap. 
propriate subject for recommending 
uniform legislation, which is_ peip; 
sought by National Assn. of Lif 
Underwriters. He argued that they 
should be encouragement for state. 
by-state experimenting, which woyj 
be hampered by efforts to obtain yi. 
form legislation. 

Carlyle Dunaway, counsel of NAL) 
attacked the memorandum submitty 
by Mr. McClatchey. He ridiculed ty 
NALC argument that no new legis. 
lation is needed because laws alrea(; 
prohibit tontine plans, asking what 0). 
jection there could be to making th 
law more specific. He said that as ; 
matter of fact some of the states hay 
laws that do not bar tontine policies 
He disputed the NALC contention th; 
uniform anti-tontine laws would e. 
courage federal regulation of insy. 
ance. He cited other uniform legis. 
lation bills that NAIC has supporte 
in the past as evidence that there ; 
nothing to the argument that unifon 
legislation is an invitation to federd 
regulation. 





Discuss Compensation 


Plans for Managers 


Different types of compensation 
plans for managers were discussed if It 
a forum, “Current Events in Compe- 
sation,” held at LIAMA’s annual met. 
ing in Chicago. 

Seth C. H. Taylor, director of sale 
promotion and training of Sun Life ¢ 
Canada, moderated a panel on “Com: 
pensating the Manager or Gener 
Agent in a Scratch Operation.” Panel: 
ists were: D. E. Albin, vice-presiden} j 
of Lincoln Liberty Life; John 2 
Carnochan, vice-president in charge ¢ 
agencies of Union Mutual Life; Home! 
C. Chaney, 2nd vice-president of Nev 
England Mutual Life; Herbert Elst 
vice-president of Minnesota Mutu 
Life; Norman T. Fuhlrodt, executive 
vice-president of Central Life Assu- 
ance; J. W. McClellan, superintendet'} be in 
of agencies of Norwich Union Life 
and Herbert C. Skiff, vice-presidet! 
of Phoenix Mutual Life. 

Robert A. Parish, agency secretat 
of Connecticut General Life, moder 
ated a panel on “Financing Plans ft 
Managers.” Participants were: Ge0té{ recon 








many directions, does a disservice \ S y 
decid succeeds M. S. Tabor. A. Bennington III, superintendent ¢ Sev 
pass to the life insurance industry and agencies of Penn Mutual Life; Hult] |... 

Norman Heads Sam Houston Life A. Seale Jr., ee te tions 
|. No. 7 OF A SERIES foredooms the agent to failure. J. S. Norman has been elected presi- yee lige — ton Lit 
5; dent of Sam Houston Life of Texas. ; ; 
For 25 years he has been engaged in of Iowa; and ial Skiff. Age 
developing residential and suburban 85,90 | 
business centers at Houstcn. Rosenbaum Office Sells $7.2 . Trip 
- = L P Breaking Company's Oct. Recotd} 1, . 
rove ty atten ha Cg UM) GL Ccwe 96 CME | Estate Planning Group Formed The Edward L. Rosenbaum age] 9.9 
I Cc a The “Estate Planning Forum” has of Mutual aon at pl New a as 25 
rm een organized in Louisville to study City submitte ,289,90U OL .4 three 
nsurance oO p any estate planning and business conserva- surance in October, winning 1% 1930, 
tion problems. It is composed of attor- place in the annual sales contest, '} tinuin 
HOME OFFICE: SACRAMENTO neys, accountants, trust representatives duel.” This was the greatest Oc ony Of Li 
and life agents. volume, and possibly the ate] pecte; 





volume for any month, in the histo 


James S. Maginnis, Northwestern 
of any agency of Mutual Benefit. 


Mutual Life, is president. 
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c= |Recommend Further _ Additional 1955 Dividend Action Announced by Companies 
Current Old Sl See te eS ee 
C to e Name af Company Po.icies Policies Funds Left with Company Funds Left with Company 
Of in or Non-with- With- Accum. Non-with- With- Accum. 
f serv. g drawable drawable Div'ds. Current Oid drawable drawable Div ds. 
ss : % % % Name of Company Policies Policies % % % 
tion j Bankers Life, Ia. . Increased Increased 3.2 3.2 3.35 North Carolina Mut. .. Approx. Approx. 2.5 a 2.5 
Renew A&H Central Assur., Ohio .. Sameas’55 Same as ’55 4 2, 2.5 & 3.5 2.5,3 & 3.5 : 30% Incr. 5% Incr. 
ional ure Confederation Can. Approx. Approx. 3 4 Ohio State .......... Same as'55 Same as ’55 3 3 3 
tal Assn, | # ee 10% Incr. 10% Incr. Pan-American ........ = - 3 3 3 
h its NEW YORK—Insurance department Constitution, Cal. .-.. Samezs’55 Same as 55 zs 2 2.5&3 Penn Mutual ......... 3 3 3 
‘ss , wrt ees acti reat Northwest ...... 7 ne 3 Pioneer Mutual ...... 2.5 2 3 
ked the y,.| technicians have recommended — Imperial Life, Can... Approx. Approx. 3.7(f) 3.7(f) —-3.7(f) Postal Life, N.Y. .... " 3 3 3 
: Commission. life reserves for guaranteed renewable Pera? Sia oy = 2% eee ae pe on nedtet Lo -saed ee aus beings 5 Ramer 3.25 3.25 3.25 
p Be : j = lackson Life, Ark. .... Sameas’ ame as ’ 5 i epublic Nationa ... Same as’ ame as’ 2.5 2.5 2.5 
uniform an] A&H policies covering hospital, nig? Lafayette Life ....... ” ” 25 25 3 Standard L. & A. .... Increased Increased 2.5 25 3 
S agenda ang] gical, medical expense and loss : Lincoln Mut. Lac vee as 7 He pee 2.5. 25 State Mutual, Mass. .. weiter wanergin 3 3 3 
Pies ‘ ¥ ee j assachusetts me <4 pprox. pprex . ‘ \ erm Divs. erm Divs. 
© the indivig.] time. ‘The recommendation was made 5% Incr. 19% Iner. United Bankers, Tex. .. S:meas’55 Sameas'55 2.5 2.5 2.5 &3 
to the subcommittee on the subject of Nation=I Fidelity Nee Same as ‘55 Same as ‘55 2. 2. 3. West Coast Life ...... “ 2. 2(e) 2 3 
r * . ise ational L. ES pprox pprox. s . 
by Deveregy,| National Assn. of Insurance Commis a wee. 
ral counse} of sioners, headed by Holz of New York. (e) Instalment benefits 22%. (f) Canadiczn dollar policies. 3.5% on proceeds and div. accumulations expressed in other currencies. 
tlanta as ye} Joseph Wikler, New York deputy, act- 
‘| ed as chairman in the absence of Holz. 
. ical group, headed b P ; ; 
ended at they The ypeellly of New York Ben this year, compared with $75,000 in | A request for an address change often LIAMA Adds Eight Members 
committee o,f Charles ©. ae 1930. is a cue to other policy changes, the in- [JAMA has added eight compani 
th d that where the degree of risk : : ine ta atthe enid. Ht ic : . reaping ering 
© commis.} porte ; : 2 The increase in sales and service is stitute said. It is an occasion for the {5 its roster, bringing total member- 
LiS Week thy} insured against increases with advanc- attributed by the institute to training agent to check on policy details and ship to 275 companies in the U. S. and 
> not | ing age and the premium is level or of agents and improved methods of for the policyholder to think of ne- ‘ F ar a 
an ap.J ing : : f i 7 in & attends os Canada and 16 in foreign countries. 
eco ; ly so during the continuance of handling detail work in the home glected changes. N b G 
mmending) near’, office. The average outlay per $1,000 of The addr hz ft indi Dake enaets ene Sanens oemwoes 
. ’ address change often indicates Life of Spokane, Lincoln Income Life 


ich is pein the policy, active life reserves are 
ssn. of Lif needed. This is true of the categories 
ad that the,| of contracts named that are guaran- 
nt for state, teed renewable, renewable at option 
of insured but on which insurer may 
change the scale of premium, renew- 
able only at option of insurer except 
that insurer may not refuse renewal 
solely because of deterioration of 
health. 

The report asks that companies be 
placed on notice that such reserves 
will be required beginning Dec. 31, 
1956, for issues of 1955 and thereafter. 
The reserves held shall be such as to 
place a sound value on future liabili- 
ties. The minimum reserve base shall 
not be less than reserves determined 
from tables of morbidity as recom- 
mended to and approved bv this NAIC 
subcommittee combined with interest 
of 3% maximum and calculated on a 
preliminary term period of not more 
than two years. 

Other tables or methods would be 
permissible if the aggregate reserve 
produced is not less than those re- 
tion quired above. The requirements, and 

subsequent ones approved, would be- 
Ss come part of the instructions for the 
annual statement for 1956 and after. 


It was recommended that a techni- 
cians’ group be continued in an advis- 
ory capacity. The Dubuar group pro- 
poses to submit a further report at 
the meeting next June in St. Louis. 


el on “Com Task Force 4, headed by John Miller 
or Generdf of Monarch Life, previously had re- 
tion.” Panel-f ported to the technicians. At the hear- 
ice-presidenf ing here, Mr. Miller expressed general 
e; ie approval of the proposal. He suggested 
Life: ei that the report make it clear that the 
ienk of Nev reserving asked should apply to acci- 
rbert Elstnj dent only coverage as well as A&H 
sota Mutulj contracts. He wondered if the word 
it, executiv§ morbidity were broad enough to em- 
Life Assu-{ brace accidental death, which should 
perintendet'{ be included. 
Union Life Jarvis F 
ce-presidet vis arley of Massachusetts In- 
demnity made similar suggestions. He 
said it should be clear that income 
non-can as well as hospital, etc., and 
loss of time contracts are subject to 
reconsideration as to reserves. 
Several members of the task force 
were present. There were no object- 
tions to the proposal of the technicians. 
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ais Agents’ Sales, Service 
—* sda Tripled in 25 Years 


t. U. S li ° 

ent! . 5. life companies’ agency force of 
Te 225,000, although about the same size 
of life inf *S 25 years ago, is selling and servicing 
aning fi orig times as much insurance as in 
contest, “t tims with greater emphasis on con- 
est Octobe of uing service, according to Institute 
he large — Insurance. Life sales are ex- 
‘the hist pected to average $225,000 per agent 
enefit. 


YIM 


insurance has declined in these years, 
largely due to changing emphasis on 
policy plans. 

The transition was caused by de- 
velopment of more comprehensive po- 
licies and more carefully planned 
family programs, the institute said. 
Three major changes are wide accept- 
ance of life insurance to provide income 
instead of lump sum payment; de- 
velopment of numerous new policies 
ta meet family needs; and more care- 
ful selection and training of agents and 
more effective direction of their efforts 
in advisory service. 





LIAMA Lists Schedule 


of Management Schools 


LIAMA will conduct a record num- 
ber of agency management schools 
next year to meet an increasing demand 
from home office and field men to at- 
tend. 

Schools for ordinary managers and 
general agents will be held March 12- 
23 at Pasadena,. May 7-18 at Mineral 
Wells, Tex., May 21-June 1 at Chicago, 
July 9-20 at Manchester, Vt., and Chi- 
cago, and July 23-Aug. 3 at Chicago. 

Schools for district managers, staff 
or assistant managers of combinations 
will be held April 9-20 at Daytona 
Beach, and June 11-22 at University 
of Connecticut, Storrs. 

Schools for supervisors will be held 
April 9-13 at Mineral Wells, May 14- 
18 at Highland Park, Ill., and June 
25-29 at Asbury Park, N. J. These 
schools are for supervisors, unit build- 
ers and assistant managers of ordinary 
agencies, only, with an _ enrollment 
limit of 35. 


Provident Mutual Writes 


New Manual for Agents 


Provident Mutual Life has distri- 
buted a new underwriters manual to 
its agency organization. 

The new rate book will be issued in 
two parts. A_ pocket-size abridged 
manual has been distributed for quick 
reference as a supplement to an 81% 
by 11-inch complete edition planned 
for completion early next year. 

The manuals are geared to the agent 
training program now in development. 
New information calculated to be of 
greater help to agents has been added. 
To this end, the company worked with 
a committee of it general agents and 
managers association. 


50-60 Million Address 
Changes Needed in Year 


Between 50 and 60 million policies 
require address changes and often 
changes in the agency servicing the 
policies every year, according to In- 
stitute of Life Insurance. 

An estimated 30 million persons move 
every year, with about five million 
moving from one state to another. 





a major change in family circumstance, 
such as job, family dependency, re- 
vised family responsibilities. Some 
policyholders are lost every year on 
company records, primarily due to 
failure to report an address change. 
This is especially true of paid-up po- 
licies. 


of Louisville, and North Central Life 
of St. Paul. New associate members 
are Holland Life of Toronto ,Legal 
& General Assurance of Sidney, 
Australia, L’Union Compagnie d’Assur- 
ances sur la Vie Humaine of Paris, N. 
V. Life of The Hague, and Pear] Assur- 
ance of Toronto. 
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INSURANCE SALES 





are increased and made more 
profitable through use of the 

_ Company's unique College In- 
surance Sales Kit. This Kit, com- 
plete with a phonograph train- 
ing record, contains all the 
materials needed to make a 
convincing College 
presentation. It is one of four 
similar Kits, each based on field 
tested procedures which accel- 
erate the sales effectiveness of 
the career life underwriter. 
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Controversial Report 
on Bankers L. & C. Is 
Killed by Ill. Court 


A decision has been handed down 

[llinois court of appeals in the 
much contested convention examina- 
tion of Bankers Life & Casualty of 
Chicago. The apparent effect is to re- 
move from the examination report 
all comments argued by Bankers to 
contain “damaging conclusions, ar- 
gumentative statements and innuen- 
does.” 

The examination is as of June 30, 
1952, and was made during the tenure 
of J. Edward Day as Illinois director. 
There was a hearing conducted by Mr. 
Day after the examination was com- 
pleted and Bankers filed 21 specific 
objections and a_ general objection 
claiming violation of the duties and 
authority of the director. The director 
sustained some of these objections and 
overruled others, and the company 
took the case to the circuit court. 

The circuit court handed down an 
elaborate decision holding that the ex- 
amination violated the insurance code 


by 


in that it contained more than simple 
statements of fact. Every statement 
which was not a statement of fact 
ascertained from the books and rec- 
ords were set aside from the report, 
and the circuit court decree gave de- 
tails on each of these deletions and 
substitutions that were to be made. 

The department took this issue to 
the appellate court, in the meantime 
publishing an amended report as per 
circuit court instructions, so that states 
requiring the convention examination 
would have one and thus would be 
able to license Bankers. This amend- 
ed published report was, by stipula- 
tion, not a matter at issue in the appel- 
late court case. The question before 
the appellate court was whether the 
original report containing comments 
on the Bankers Life & Casualty oper- 
ations should be allowed to be rein- 
stated. 

The appellate court pointed out that 
the insurance code says in making ex- 
aminations the examiners “shall make 
a full and true report of every exam- 
ination made by them, which shall 
comprise only facts ascertained from 
the testimony of officers or agents or 





The Men With The 





Guarantee have... 





Prospects give you their 
more quickly when you 
Guarantee’s complete line of sales aids and sales 
packages. These attention-getting sales aids were 


designed and tested to pro 


interest and confidence 
have the help of The 


duce a maximum of sales 


effectiveness and prestige — for you, your company, 


and your product. 


As a Man With: The Guarantee, you will also 
benefit from these other agency-building tools: 


@ A complete line of insu 


rance to sell © Two new 


financing programs @ The Guarantee’s liberal 5-Star 
Contract @ A new pension plan @ An agency-minded 


company. 


For More Information 
on the areas available and the 
advantages offered by The 
Guarantee, write or phone 
today — in confidence — to 
J. D. Anderson, Agency Vice 
President, 1805 Douglas 
St., Omaha, Nebr., At. 7100. 





Ralph E. Kiplinger, President 
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other persons examined under oath 
concerning the business and affairs 
and the assets of such company or per- 
son.” 

The obvious intent of the legislature, 
the appellate court said, is that no 
company “shall be subjected to any 
injury by the report before a hearing 
by the director and before disposition 
of any appeal to the circuit court.” 
The appellate court agreed with Bank- 
ers that the 1952 report “contains 
damaging conclusions, agrumentative 
statements and innuendoes, instead of 
facts only.” 

Such a report “that did not state 
facts and contained statements injur- 
ious to plaintiff, not justified by the 
record, could inflict irreparable injury 
upon plaintiff, not only in this state, 
but in the other states where it is au- 
thorized to do business.” 


The peculiar aspect of the appellate 
decision is that the decree of the cir- 
cuit court is reversed with directions 
that the circuit court shall enter a 
decree setting aside the report of the 
director in toto and enjoining the di- 
rector from enforcing the report. This 
was based on the theory that the cir- 
cuit court had used incorrect proce- 
dure in handling the case and had 
authority only to set aside or approve 
the results of the director’s hearing. 
Instead, the circuit court had made 
elaborate changes in the report. 

By setting aside the entire report, 
there may be some question as to 
whether the already published report 
is thus set aside, although this would 
seem to be more or less of academic 
interest because Bankers is just about 
ready for another convention examin- 
ation. 


Ordinary Sales Up 
20% in Oct., Yeer 


Countrywide ordinary business in- 
creased 20% in October, compared 
with October, 1954, according to 
LIAMA. For the first 10 months na- 
tional ordinary sales also went up 20%. 

Among the large cities, Cleveland 
showed the greatest rate of increase 
for October with a gain of 43%. De- 
troit was second with sales up 41%. 
Cleveland and Detroit tied for the 10 
months, each showing a gain of 31%. 

Increase for the other leading cities 
in October and in the 10 month period, 
respectively, were Boston, 39% and 
29%; Chicago, 29% and 23%; Los 
Angeles 3% and 26%; New York City, 
23% and 21%; Philadelphia, 34 and 
21%, and St. Louis 38% and 25%. 





IBM Type 738 Increases 


Data Storage Capacities 


International Business Machines 
Corp. has increased the storage capac- 
ities for its types 704 and 705 electronic 
data procesing machines through de- 
velopment of the type 738 magnetic 
core storage unit, which will supple- 
ment but not replace the magnetic 
drum and tape storage facilities now 
used in the 700-series machines. 


The type 738 increases high speed 
magnetic core storage for the type 
704 EDPM by 32,768 words, provides 
random access to any one of the 36-bit 
words in 12 microseconds, and expands 
indexing facilities to full 15-position 
capacity. 

Type 738 adds 20,000 positions of 
magnetic core storage to the type 705 
EDPM. The increased memory capacity 
is housed within the central processing 
unit, requiring no additional floor 
space. The development increases the 
power and processing speed of the type 
705. 


Some General Agents 
Oppose Unincorporated 


Business Tax in D. C, 

WASHINGTON — Some § genera} 
agents and managers have cecided to 
oppose rulings by the District of Cg). 
umbia assessor that they are subject to 
taxation under the local unincorpo- 
rated business tax law, according tp 
Chester R. Jones, general agent of 
Massachusetts Mutual Life, chairman 
of a new committee set up by Genera} 
Agents & Managers Assn. 

A number of general agents anq 
managers seek a hearing on the assess. 
ments, which would tax them for 
1952-54, inclusive, and might be made 
retroactive for several years earlier, Jy 
some instances, the tax could run into 
many thousands, sufficient to put some 
agents out of business. 

Among the technical questions at 
issue: Do general agents have to pay 
the tax on premiums on business they 
write personally; and do they pay the 
tax on business written outside the 
district? Morton Wilner, attorney for 
some general agents, said many gen- 
eral agents and managers will move 
from the district if the tax assessment 
is upheld. 

When the question of liability of 
general agents and managers for the 
unincorporated business tax law was 
first raised a few years ago, a local law 
firm appealed from an_ assessment 
against Arthur W. Defenderfer, gen- 
eral agent of John Hancock, to the 
District of Columbia one-man tax 
court for a refund of the tax he had 
paid. The lawyers took the action 
under the impression that it was a test 
case and that the assessor would abide 
by the decision. 

However, the assessor did not aec- 
cuiesce in the decision, which was 
against the lawyer’s contention that 
the business of general agent by law, 
customs or ethics cannot be incorpo- 
rated. On the other hand, the court 
held with counsel that more than 80% 
of the gross income in the business was 
derived from personal services ren- 
dered by Mr. Defenderfer or by the 
entity conducting the business, and in 
which capital was not a material in- 
come-producing factor. 


Representatives of the assessor in re- 
cent months have been going through 
general agents’ books, profit and loss 
‘records, contracts with companies, 
with agents and with brokers. The 
assessor maintains that a general agent 
is liable to the tax if he receives all 
the money from his company and pays 
some to his agents and brokers. The 
assessor has threatened in some cases 
to garnishee general agents’ bank 
accounts. 

There is no uniformity in the posi- 
tion of general agents on the tax ques- 
tion. Because the tax sometimes is 
small, some general agents have been 
paying it under protest. 

In the case of Manufacturers Life, it 
is contended that the general agent has 
no agents working directly for him, 
but pays them with checks written on 
a company account, and thus is not 
subject to the tax. 

Allan Rutledge Jr., Minnesota Mu- 
tual Life, J. Hicks Baldwin, New Eng- 
land Mutual Life, and Paul R. Hat- 
rison, Northwestern Mutual Life, are 
among the general agents whom, it Is 
understood, the assessor has beet 
investigating. 





Ross Dix has been named assistant 
manager of the Munroe agency 
Union Central Life at Oakland, Cal. 
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Guardian Dividends 
for 1956 Hiked by 20% 


Guardian Life’s 1956 dividend 
jistribution will total $6,250,000, up 
90% over the amount for the current 
year. Improvement in mortality ex- 
perience accounts for about two-thirds 
of the increase. 

On CSO policies, the new scale 
generally provides for larger divi- 
dends, except on term and mortgage 
policies where the scale remains about 
the same. 

On American experience policies, 
larger dividends will be paid where 
insured’s attained age is 45 or more. 
Where the age is less than 45, and on 
all term and mortgage policies, the 
scale remains the same. 

The interest rate paid on _ policy 
proceeds left with the company will 
remain at 3%, unless the guaranteed 
rate is higher. 

First year dividends again will be 
paid on most A&H policies. Second and 
third year dividends of 10% of annual 
premiums will be paid on family and 
individual hospital expense policies, 
though no dividends will be paid on 
thriftmaster or major medical policies. 
The later year dividends on some A&H 
plans run as high as 25% of premium. 





Managers Honor Hirst 


Greater New York Life Managers 
Assn. has awarded the first honorary 
membership under its new constitution 
to Albert Hirst, New York City insur- 
ance lawyer, for his contributions to 
the association and to life insurance. 
Mr. Hirst has served as counsel to 
New York State Assn. of Life Under- 
writers, contributes to legal and insur- 
ance publications, and is an honorary 
member of New York City Assn. of 
Life Underwriters and Midtown Man- 
agers’ Assn. He represents life and 
A&H companies. 


Nissen to Group Post 


Columbian National Life has 
appointed Eric C. Nissen manager of 
group sales. Mr. Nissen, in the business 
28 years, has been regional group man- 
ager at Chicago for 2% years. 








Form First Colony Life in Va. 
First Colony Life Insurance Co., 
which will have its home office at 
Lynchburg, Va., has been organized 
with $2,225,000 capitalization. 

The company has applied to Virginia 
for a charter and license to write life, 
endowments, annuities, group, and 
A&H within the next month. 

President is Edwin B. Horner, 
Lynchburg, president of the investment 
firm of Scott, Horner & Mason. Other 
officers are James L. Carter, Lynch- 
burg, of Scott, Horner & Mason, vice- 
president and treasurer; Lawrence E. 
Blanchard Jr., Richmond lawyer, sec- 
retary. 


Lincoln National Wins Contract 

Lincoln National Life was the suc- 
cessful bidder among 20 companies for 
a contract to write health and welfare 
benefits for 1,200 non-professional 
employes of Minneapolis hospitals. The 
contract is with the Minneapolis Hos- 
pital Workers Health & Welfare Fund, 
and the provisions include a $16 daily 
hospitalization benefit for 70 days, 
unlimited miscellaneous charges, $200 
maximum surgery, $363 maximum in- 
hospital medical payments for 120 
days, $1,000 life insurance and a $25 


-weekly benefit for 26 weeks. 


Employe Magazine Wins Award 
Home office news, monthly magazine 
of Pacific Mutual Life, won the Pacific 
Coast Industrial Editors Assn. annual 
award for overall excellence in its 
field. Presentation was made to Helen 
Olson, editor for eight years, at the 
association’s conference. 

Other awards taken by the magazine 





include the sweepstakes citation for the 
best publication produced by a special 
process, and first place competitive 
awards for cover design, layout, ex- 
planation of company operations, 
sports and recreation reporting, and 
coverage of community relations. 


Equitable, lowa, Eases 


Pilot Selection Rules 

Equitable Life of Iowa has liberal- 
ized its civilian aviation underwriting 
rules, and no longer will require an 
extra premium or aviation rider in 
considering the following classes: 

Commercial pilots and crew mem- 
bers flying on scheduled airlines with 
one terminal in the U.S. or Canada. 

Pilots holding commercial or trans- 
port certificates flying company-owned 
multi-engine planes within the U.S. 
and Canada under conditions compar- 
able to scheduled airline flying. 

Pilots age 30 and above who have 
400 hours of solo pilot experience, 
whose annual flying time is not more 
than 100 hours, and who are engaged 
in private flying only. 

The company has made a number 
of additional reductions in extra pre- 
miums for civilian aviation affecting 
student pilots and pilots with limited 
experience. 








Ogren is General Agent 


Columbian National Life has ap- 
pointed John V. Ogren general agent 
at Pittsburgh. He entered the business 
with Metropolitan Life and _ later 
joined American National as district 
manager, advancing to recruiting and 
training director. 


Slate DITC at Kansas City 


A disability insurance training course 
will be conducted beginning Jan. 10 
at Kansas City. Sessions will be held 
for 13 weeks at the University of Kan- 
sas City with enrollment limited to 30. 
There is a charge of $50 for the course, 
and this covers all texts and materials. 
Willis H. Ashley, Continental Casualty, 
is president of Kansas City Assn. of 
A&H Underwriters which is sponsoring 
the course. 








New business in Bankers Life of 
Iowa for October totaled $21,314,751, 
an increase of more than $500,000 over 
the same month last year. Of this 
total $13,213,09 was ordinary and 
$8,101,742 group. Production for the 
first 10 months totaled $201,478,580. 


Commonwealth Life 
Stock Split Approved 


Commonwealth Life stockholders at 
a special meeting approved an increase 
in authorized capital from $2 million 
to $3 million and a stock split reducing 
par value per share from $10 to $2. 
Capitalization now consists of 1,500,000 
common shares with a $2 par value. 

The previous action of directors, 
contingent upon stockholder approval, 
also becomes effective. This provided 
for a stock dividend of one share of 
new $2 par common stock for each two 
shares held. This stock dividend, to- 
gether with a cash dividend of five 
cents per share on reclassified stock 
before giving effect to the stock divi- 
dend, is payable Dec. 7 to stock of 
record Nov. 23. : 

As a result of the recapitalization 
and stock dividend, each old share of 
$10 par value stock has been converted 
into 7% shares of $2 stock. Directors 
also have expressed intention of plac- 
ing the new $2 par common stock upon 
the regular 20 cent annual dividend 
basis beginning with the March, 1956, 
payment. 


Ia. A&éH Claim Men Elect 


Graydon McDonald, State Auto of 
Iowa, has been elected President of 
Iowa A&H Claim Assn. The other of- 
ficers are Paul Gallagher, National 
Travelers, vice-president; J. Dolliver 
Kent Jr., Western Mutual, secretary, 
and Thomas Brown Bankers Life, 


treasurer. 


Pru Raises Three in East 


Prudential has appointed Samuel 
Schneider, Anthony Senory and Oliver 
M. Superchi district managers at 
Brooklyn, Previdence and Pawtucket, 
respectively. 

Mr. Schneider, manager at Provi- 
dence since 1952, succeeds James W. 
Branigan, who has retired. Mr. Senory, 
manager at Framingham, Mass., for 
two years, succeeds Mr. Schnieder. Mr. 
Superchi, training consultant at New- 
ark and Boston, succeeds Vincent W. 
Sinclair, who has retired. 











Boston Managers Hear R. L. Woods 
Robert L. Woods, general agent of 
Massachusetts Mutual Life at Los An- 
geles, spoke on agency building at the 
fall luncheon meeting of Boston Gen- 
eral Agents & Life Managers Assn. 
An “agent of the year” meeting will 


be held in February. The outstanding 
agent of 1955 in each agency wil! 
attend with his general agent or man- 
ager and participation in a special prc- 
gram. 


Mutual Benefit 1956 
Dividends Up 18.6% 


Mutual Benefit Life will distribute 
$23 million in dividends in 1956, a 
gain of 18.6% over this year and the 
highest increase in a dividend author- 
ization in 30 years. The 1955 scale 
was up 13% over 1954, giving a two- 
year increase of more than 30%. 

Two-thirds of the increase is attrib- 
uted to improved mortality experience, 
rising earnings on investments and 
stabilized operating expenses. 








Efficiency Survey Leads to 
Life Company Salary Boost 


Following a home office efficiency 
survey, General American Life in- 
creased salaries for five clerical levels, 
affecting 400 persons. The result will 
be to increase the company’s annual 
home office payroll by $62,000. 

Over a period of a year, O’Toole 
& Associates of Queens Village, N. Y., 
specialists in the study of life insur- 
ance home office operations, consider- 
ed numerous efficiency measures for 
General American, making a number 
of recommendations. As a result of 
these, and many more made by home 
office associates, General American to- 
day is operating with 103 fewer per- 
sons, but with $286,329,017 more in- 
surance in force than at the beginning 
of the study. The staff reduction was 
accomplished entirely through normal 
turn-over without releasing any em- 
ployes. 

Results of the cost study appeared 
first in the company’s 1955 ordinary 
and group lines. In both these fields 
substantially improved benefits and 
lower rates were instituted the past 
few months. 





N. W. Mutual Holds Course 

Sixteen Northwestern Mutual Life 
general agents attended the annual 
agency building clinic and refresher 
workshop at the home office in Mil- 
waukee. 

The general agents—relatively new 
to their duties—will prepare a program 
to strengthen their agency forces dur- 
ing the coming year. Emphasis will be 
placed on training and recruiting, with 
most of the time devoted to group 
discussion and case histories. 
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$25,000 MINIMUM ORDINARY 


NEW TERM PLANS 
11-year term! 


PRESIDENT’S TEN PLUS 


insurance buyers. 


SECURITY LIFE BUILDING e 


Why? Security Life is on the move! Alert agents are enjoying great 


success with Security. And...there are many reasons. Among 
them are new, tailor-made plans and proposals for your 
business insurance clients. 


$25,000 minimum, age 35, $6.18 per thousand. 
Proportionate rates all ages including 6 and 


A $10,000 participating policy with new and 
unusual “fifth dividend” option. 

Terrific low net cost designed for your premium- 
conscious Mr. “Big.” 


Security offers Lifetime Disability Income —Life Plus Time—Non-Can. A. & S. Top 
commission contracts and non-forfeitable renewals. 

Security Life’s Research of Public Needs maintains con- 
stant research to find out what the public needs in insurance. Just 
like the design of furniture, clothing, home appliances or automobiles, 
this research activity builds plans which are already wanted by 


General agent and agent franchises available in all states west 
of the Mississippi. A ‘'Best’’ recommended company. Write: J. F. 
Johns, First Vice President. 


Security 


Life & Accident 
Company 


DENVER 2 COLORADO 
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Run on Personnel of 
Ky. Department Begins 


William TT. Hockensmith, assistant 
commissioner of Kentucky, and his 
brother, Kirtley Hockensmith Jr., ex- 
ecutive assistant in the department, 
are resigning Dec. 12 to join the Zell- 
ner L. Peal general agency at Lexing- 
ton. 

Kirtley Hockensmith has been with 
the department since 1945, becoming 
executive assistant in 1950. W. T. 
Hockensmith was deputy state fire 


QDutlily 


in Pacifie Mutual’s 
RECOGNITIONS 


enhances the pro- 
gressive effective- 
ness of Roger Coffin, 
Colorado Springs, 
as leading Pacific 
Mutual Representa- 
tive in the Rocky 
Mountain area.Con- 
sistently a high- 
ranking Big Tree 
Leaders Club quali- 
fier, he annually at- 
tends inspirational 
Top Star Confer- 
ences, in addition 
to periodic company 
conventions. 


Quality is the dom- 
inant objective in 
all Pacific Mutual 
field procedures. 


SS j 
Pacdific 
Mutuc! 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


LIFE Since 1868 « ACCIDENT Since 1885 
SICKNESS Since 1904 + RETIREMENT PLANS Since 1919 
GROUP INSURANCE Since 1941 








marshall and then assistant director 
of the state fire and tornado fund be- 
fore joining the department in 1953. 

These resignations are believed to be 
the forerunners of a vast exodus from 
the Kentucky department, all of them 
due on or about Dec. 12, the day be- 
fore Happy Chandler returns as gov- 
ernor. Most prominently mentioned to 
serve aS commissioner under Mr. 
Chandler is Cad P. Thurman, who is 
Kentucky state agent of America Fore 
and who has served previously as 
commissioner, 

R. A. Burdon, director of the fire 
and tornado fund, also is leaving Dec. 
12. He plans to go into retirement. 

Two other officials left after the 


i Kentucky primaries. H. W. Hill, life 


actuary, resigned in September to take 
a job with Lincoln Income Life at 
Louisville. Myrt Quirey, chief examin- 
er, joined American Life & Accident at 
Louisville in August. 

Commissioner Goebel has not re- 
signed, though his replacement is con- 
sidered a certainty. 





Texas A&H Underwriters 
to Hold Sales Congress 


Texas Assn. of A&H Underwriters 
will sponsor a sales congress at the 
Baker hotel, Dallas, Dec. 5. 

Sig B. Stottrup, director of the Great 
Lakes regional sales training school of 
Mutual Benefit H.&A., will speak on 
“Dramatizing the Sale” at the morning 
session. 

Other speakers are Rudy Kohlruss, 
A&H department manager for Security 
Life & Accident, who will talk on “The 
Afternoon Off”; Eugene V. Boisaubin, 
supervisor of agencies in the eastern 
division of General American Life, 
who will discuss prospecting, and Clif- 
ford E. McDonald, agency director of 
International Fidelity of Dallas. 





Top Wis. Agents Meet 


Wisconsin Life Insurance Leaders 
Round Table opened its new season 
with a meeting at Milwaukee. 

Harold Bowes, Phoenix Mutual, Mil- 
waukee, was moderator of a panel 
discussion, the participants being R. E. 
Meissner, New York Life, and John 
M. Sisk, Bankers of Iowa, both of 
Milwaukee; J. W. Van Ouwerkerk, 
John Hancock, Sheboygan, and E. E. 
Weeler, Mutual Benefit Life, Madison. 
Donald C. Slichter, vice-president of 
Northwestern Mutual. and Jack 
Kluyne, president of Home Savings 
Bank, considered trends in the money 
market. 





Name GA at Houston 


Vincent C. Tow- 
ers has been ap- 
pointed gen- 
eral agent by Man- 
hattan Life at 
Houston. T he 
agency office is at 
1010 Dennis. Be- 
fore joining Man- 
hattan Life, he 
was with Minne- 
sota Mutual seven 
years and later 
was a_— general 
agent of Franklin 
Life at Houston. 


Vincent C. Towers 





Eliason Heads Minn. Heart Fund 


MINNEAPOLIS—E. _  B.__Eliason, 
Minneapolis general agent for Crown 
Life, has been appointed state chair- 
man of the 1956 heart fund and will di- 
rect 2,000 members of the Minnesota 
Assn. of Life Underwriters to raise 
$380,000 for the Minnesota Heart Assn. 
The agents’ association annually pro- 
vides the leadership in the heart fund 
campaign. In 1955 Minnesota, 18th in 
population, ranked seventh among the 
states in the heart fund drive. 


N. Y. Life Constructs 
Office in Los Angeles 


New York Life has begun construc- 
tion of a new divisional office build- 
ing at Sixth street and Lafayette 
park in Los Angeles. Participating in 
ground-breaking ceremonies were P.G. 
Hoffman, a member of the board and 
chairman of Studebaker-Packard Corp. 
D. S. Bates of San Francisco, New 
York Life’s Pacific region vice-presi- 
dent and C. F. Edwards of Los An- 
geles, division field vice-president. 

The building will house the com- 
pany’s southern California-Arizona 
agency administrative staff. : 





Jones to Address 
LOMA Grad Group 


Harry W. Jones, vice-president of 
Mutual Benefit Life, will speak at the 
Dec. 7 meeting of Society of LOMA 
Graduates, at the home office of Mu- 
tual Benefit in Newark. Supper will be 
served in the company recreation room. 

Mr. Jones, senior officer of his com- 
pany in charge of the areas which use 
machines, will speak on “Automation 
and You.” He will stress the human re- 
lations of automation and what the 
trend will mean to the office work 
force. 





Roberts to Grand Rapids 


Massachusetts Mutual Life has ap- 
pointed James H. 
Roberts general 
agent at Grand 
Rapids, Mich., 
succeeding Bishop 
H. McDonald, who 
has resigned man- 
agement duties to 
return to personal 
production with 
the agency. 

Mr. Roberts who 
has been assistant 
general agent at 
Syracuse for two 
years was’ with 
the administrative 
staff of Cornell university before join- 
ing the company. 

Mr. McDonald joined the company 
at Cleveland in 1940, went to the home 
office as agency assistant in 1948, and 
a year later was named general agent 
at Grand Rapids. He is a CLU. 


Extends App Skein to 1,000 


Michael R. Betz, North American 
Life of Chicago agent at Clayton, O., 
has completed 1,000 consecutive weeks 
membership in the App-A-Week Club 
to set a company record. ; ’ 

Mr. Betz joined North American in 
1925 and has been a consistent leading 
producer. 





James H. Roberts 








Continental Life Acquires Stock 


Stockholders of Continental Life of 
Texas have approved acquisition of 
all capital stock of Continental Western 
Life of Reno, placing Continental’s 
operation in 11 states and Hawaii. 
Continental Western will be operated 
as a wholly owned subsidiary, pending 
its merger into Continental Life. 

Guy Perkins, executive vice-presi- 
dent of Continental Western, will 
assume home office administrative and 
executive duties at Fort Worth. 

The stockholders also approved a 
charter amendment converting non 
par-value stock to par-value stock and 
stockholders will receive two shares 
for each one held now. 


Hike Federal L.&C. Capital 
Federal Life & Casualty has in- 
creased capital from $500,000 to $1 
million through declaration of a 100% 
stock dividend, paid to stock of record 
Nov. 12. In the 12-month period end- 
ing Oct. 31, the company’s assets in- 
creased from $7,561,000 to $9,163,000. 








——$—$—$—————. 
General American Raises 


Newblock, Buersmeyer 


General American Life has appoint. 
ed William J. Newblock genera] agent 
in Oklahoma City 
and Martin J 
Buersmeyer gy. 
pervisor in Omaha, 

Mr. Newblock 
for 10 years Okla. 
homa City man. 
ager for Genera] 
American, _joineg 
the company jp 
1934 as group rep- 
resen tative in 
Arkansas ang 
Oklahoma. fe 
was assistant 
manager fo 
Travelers before 
becoming manager at Oklahoma City, 
He is a past president of Oklahoma 
City Life Underwriters Assn., and be. 
came a Million Dollar Round Table 
member in 1953. 

Mr. Buersmeyer joined General 
American in 1948. He will be with the 
McDevitt agency. 


W. J. Newblock 





License Life of Mississippi 


Life Insurance Co. of Mississippi, 
Jackson, has been licensed to write 
life and A&H in that state. The new 
company, with authorized capital of 
$500,000, plans to sell stock in Missis- 
sippi, Arkansas, Alabama, Louisiana 
and Tennessee. 

Officers are Luke M. Honeycutt, 
president and treasurer, Dr. H. M,. 
Campbell, vice-president, Dr. J. Har- 
vey Johnson, medical director, L. B. 
Brasfield, secretary, and H. R. Cure, 
in charge cf underwriting and claims. 
Ray Latta is consulting actuary. 

George Alexander, formerly with 
Reserve Life and Prudence Life, and 

. H. Lents. formerly with George 
Washington Life and Reserve Life, 
have been appointed regional man- 
agers. 





Imperial of Toronto Ups Dividend 


Imperial Life of Torcnto has in- 
creased its quarterly dividend to 50 
cents, payable Jan. 1 to stockholders 
of record Dec. 16. The dividend has 
been 37% cents. 





THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 










Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 


E. R. DEMING L. J. BAYLEY 
President Secretary 


HOME OFFICE — SYRACUSE, N. Y. 


MANAGEMENT 
CONSULTANTS 


aE 


O'TOOLE ASSOCIATES 
Management Consultants 


To Insurance Companies 
Established 1945 
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yew York Life Endorses 
idea of Variable Annuity 


(CONTINUED FROM PAGE 3) 
annuity can ever be a substitute for 
life insurance or that it can be wholly 
a substitute for the conventional 
annuities which we now issue,” the 
New York Life statement explained. 
“But we do think that it can be an 
important supplement to such con- 
tracts and that our laws should not 
continue to deny to qualified investors 
the right to purchase variable annui- 
ewe believe that the variable an- 
nuity is a contract for which there is a 
need and a market—a contract which, 
in time, may be sold generally. Because 
it involves life contingencies and may 
well include mortality and expense 
guarantees, it seems to us that it is 
logically a part of our industry’s busi- 
ness and should be under the regula- 
tion and supervision of our state in- 
surance departments.” 

Mr. Gammill made it clear that the 
statement he was reading was author- 
ized and requested by Mr. Josephs and 
had the approval of other New York 
Life senior executives. 

Edmund B. Whittaker, vice-presi- 
dent of Prudential, testified on the 
keen interest that has been displayed 
by employers in getting the variable 
annuity on a group basis. Mr. Whit- 
taker, who is in general charge of 
group sales, said he had attended a 
number of important meetings with 
group policyholders and prospects, the 
main gathering being that of the in- 
surance section of American Manage- 
ment Assn. 

At the recent insurance section 
meeting there was unprecedented ap- 
plause for the talk made by William 
Teachers, Insurance & Annuity and the 
College Retirement Equities Fund, on 
the variable annuity, Mr. Whittaker 
told the NAIC subcommittee. 

“This is the stuff! Why can’t we 
have it?” seemed to be the AMA aud- 
ience’s reaction, he told the subcom- 
mittee. He said the only comparable 
insurance development to so engage 
the insurance section’s attention was 
major medical. The public wants both 
the variable annuity and major medi- 
cal and it is up to the insurance in- 
dustry to provide them, said Mr. Whit- 
taker. 





The President Had a Happy ($1.6 Million) 
Birthday! 


President Carl F. Granrud’s 
birthday was approaching. 
The Superintendent of 
Agencies had passed along 
a challenge to all repre- 
sentatives — wouldn't it 
be appropriate to make 
that day a really BIG one 
in sales volume? 
LUTHERAN BROTHERHOOD’S representatives took 
up the challenge. On the morning of the big 
day, Birthday telegrams began pouring in... 
and by day’s end these Happy Birthday 
Wishes had amounted to a record-breaking 
total of $1,638,403.00 in sales volume — 
peak day in a 2 month “Capacity Days” 
drive which brought in $23,532,276.00 in new 
life insurance issued. The President had a 
Happy Birthday! 

This is a fine example of the spirit of coopera- 
tion and enthusiasm which exists in the Lutheran 
Brotherhood “Sales Family’ — a good organi- 
zation with which to be associated. 


~—-—-—~YOUR INQUIRIES ARE INVITED-——— 


Tell me about the advantages of selling 
LUTHERAN BROTHERHOOD life insurance. Send 
the free booklet, “Career Opportunities.” 


Name. 







Harold C. Hoel, left. Supt. of 
Agencies, presents Birthday tele- 
grams to President Cari F. Granrud. 


Age. 








Address__ 
City. 





State. 


Lutheran Brotherhood 


FOR LUTHERANS 


Zone. 





E INSU 


IRAN 


+ Minneapolis, Minn 








VIM 


Geoffrey Calvert of the consulting 
actuarial division of the insurance bro- 
kerage firm of Alexander & Alexander, 
New York City, said the greatest 
problem in the pension field is the 
effect of inflation. Inflation, he said, 
is the main reason why pension plans 
have to be abandoned or readjusted. 
Two-thirds of the work of his depart- 
ment is in taking “broken down” pen- 
sion plans and altering them to take 
account of inflation. That would not 
have been necessary if plans had been 
on a basis that kept pace with rises in 
the cost of living. 

Mr. Calvert emphasized the “very 
real human misery” due to pensioners 
having to scratch along on allowances 
that seemed liberal enough when set 
up but which have since proved less 
adequate for living costs. 

Mr. Calvert warned that if the com- 
missioners recommend against letting 
life insurers write the variable annuity 
there will be several adverse conse- 
quences. One will be that trained men 
in this field will have their attention 
directed to other areas, whereas if in- 
surance experts are working on the 
variable annuity the solutions will 
tend to be better. Moreover, if the 
variable annuity is denied to the in- 
surance business, the latter’s tendency 
will be to take a hostile attitude to- 
ward the variable annuity, in order to 
stay in business. The impression will 
get around that the insurance com- 
panies are a little bit dead and unre- 
sponsive to the needs of the times. 
Independent consultants will be found 
looking to non-insured fields. Confu- 
sion will result in the public mind. 

“My real concern is that the public 
will suffer,” said Mr. Calvert. 

Alexander Query, associate general 
counsel of Prudential, submitted sev- 
eral letters from professional organ- 
izations evidencing a keen interest in 
the variable annuity type of contract. 
Variable Annuity Life said that much 
of the confusion in considering vari- 
able annuities comes from failure to 
focus clearly on two key issues: (1) 
Should variable annuities be sold? 
(2) Should they be sold in the insur- 
ance industry? 

“If you can pin down a conclusion 
in your committee report that vari- 
able annuities are not taboo per se 
I think you have made on great step 
forward,” he said. 

If it is concluded that variable an- 
nuities are not objectionable per se, 
what would happen if they were issued 
outside the life insurance business, 
Mr. Johnson asked. 

“If life insurance companies and 
investment companies both were sell- 
ing life contingencies, the following 
results would be almost inevitable: 

“1. The public would be confused. 
Imagine the problem of John Doe 
assailed by two agents making con- 
flicting claims. Both would be selling 
life annuities to assure him payments 
throughout his lifetime. Who would 
deal with incomplete comparisons? 
Would not the public be served far 
better if life annuities could be sold 
only by agents licensed by state in- 
surance departments and by com- 
panies subject to your regulation and 
control? 


“2. The present distinction between 
investment and insurance companies 
would tend to disappear and there is 
no telling where the encroachment of 
federal regulatory agencies would end. 
Up to this time the federal agencies 
have never regulated a company sell- 
ing life contingencies. Traditionally, 
when a company assures a man that he 
will receive an income for life, whether 
that be for one month, 50 months, or 


500 months, that is ‘life insurance.’ It 
requires life reserves, mortality tables, 
and the skill of the actuary. 

“This is at least one clear-cut dis- 
tinction between the life insurance 
and the investment businesses. If we 
should abolish it, there would be only 
a short step from the sale of life con- 
tingencies to the addition of the waiver 
of premium rider, the accumulation 
of funds to support the life reserves, 
provisions for grace periods and rein- 
statements, the designation of benefi- 
ciaries, and the use of settlement op- 
tions. This would soon lead to the 
estate planning approach in the sale 
of life contingencies and perhaps to 
the assertion that the investment com- 
panies ought to handle every invest- 
ment aspect connected with insurance 
and that life insurance companies 


ought to be confined to the sale of 
pure term insurance. 

“If your committee will consider 
these two questions and can agree 
that variable annuities ought to be 
made available to the general public 
through the insurance industry, a sig- 
nal step forward will have been taken. 
We then can grapple with the prob- 
lems of regulating the supervising 
these annuities.” 

Appearing against the issuance of 
variable annuities by life companies 
was Charles G. Dougherty, 2nd vice- 
president of Metropolitan Life. He 
contended that the danger that people 
would be disappointed when stock 
earnings when down would outweigh 
the benefits of equity investments. He 
stressed the danger of impairing the 
confidence of the public. 
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EDITORIAL 


COMMENT 





I1]-Will That Can Do Lasting Damage 


Getting young men interested in 
buying life insurance while they are 
still in college has much to recommend 


it. Their opinions are in the formative 
stage. There is a good chance for both 
the agent and life insurance itself to 
create a lasting favorable impression. 
But unfortunately, just because stu- 
dents are at the opinion-forming age, 
an inept or over-persistent agent can 
create ill-will that spreads by word of 
mouth among far more students than 
he ever talks to and may well persist 
into later life as a prejudice against 
agents as a class. Competent, consider- 
ate agents may find this attitude dis- 
couragingly difficult or even impossi- 
ble to overcome. 

As an example of what happens 
when students resent the activities of 
agents, here is the opening paragraph 
of the lead editorial in a recent issue 
of Brown university’s Daily Herald: 

“We like life insurance, you like life 
insurance, everybody likes life insur- 
ance. But the fact remains that life 
insurance salesmen are generally the 
most persistent and annoying group 
in the world, and they are beginning 
their customary campus _ invasion. 

The editorial goes on to say that 
most life agents trying to sell to stu- 
dents are violating the university rules 
which forbid solicitors’ visiting student 
rooms except upon direct invitation. 
The editorial also charges a good many 
of the agents with deception, in that 
they disclaim any wish to sell any- 
thing. 

“Agents suggest that they want to 
‘explain’ the life insurance situation,” 
the editorial says. “Moreover these 
people invade rooms ostensibly to make 
an appointment, which does not alter 
in the slightest the fact that they have 
no right to be there in the first place. 

“Some day—perhaps now, perhaps 
later—we will want to buy life insur- 
ance and when that day comes we will 
want to contact a reputable agent and 
discuss the matier. Until then, how- 
ever, we don’t want to be bothered by 
salesmen—especially since we _ are 
‘renting’ a room in which we expect 
at least a modicum of privacy.” 

The editor blames not only the 
agents but also students who refuse to 
ask them to leave and who are reticent 
about reporting them to the college 
authorities. 

Typically the opinions formed in col- 
lege are more extreme than the student 
has held before he got to college or 
will hold after he gets out on his own. 
The student is a joyous extremist, try- 
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ing out his opinion-forming wings in 
the class-room, in bull sessions, at the 
dinner table, and even at home—if he 
thinks his parents have the wit to un- 
derstand what he is talking about. 

It’s fun for college students to formu- 
late, argue for, and defend their opin- 
ions. But anyone, particularly an 
outsider, who incurs their disfavor is 
likely to find himself not just mildly 
disliked but viewed with abhorrence. 
If he’s a life insurance agent the stu- 
dent attitude toward him is not that 
maybe here’s a fellow who’s a little 
too persistent but in general the agents 
do a worthwhile job. No. “Life insur- 
ance salesmen are generally the most 
persistent and annoying group in the 
world.” 

We don’t know all the circumstances 
at Brown. Possibly the Herald’s editor 
was exasperated to the point of cutting 
loose with an intemperate statement 
that didn’t really represent his con- 
sidered view on life insurance agents 
as a class. Possibly his opinion is typi- 
cal only of his own feelings and not 
representative of many other students. 

Nevertheless, the editorial and the 
situation it describes indicate a prob- 
able need for better control over the 
activities of agents who solicit business 
on college campuses. It is doubtless 
true that the student whose room has 
been “invaded” feels reluctant to be 
discourteous, no matter how imposed- 
upon he may feel. And once the agent 
has left, it would be a rare student 
who would turn him in, for nobody 
likes the informer’s rule. 

But though he may not kick the 
agent out or report him to the dean, 
the student is sure to talk plenty to 
his friends. As each man in the crowd 
tries to top the others in tales of agents’ 
brazen persistence, there’s not much 
chance that one of the group will say 
something like: “Look, you guys: I 
know some agents are pests. But I 
wouldn’t be here in college if an agent 
hadn’t sold life insurance to my father 
when he didn’t particularly want to 
buy. When people smarten up enough 
to buy life insurance without being 
prodded, that’ll be the day when we 
can get along without persistent 
agents.” 

Unluckily, there’s usually no one to 
speak up in the agent’s defense, even 
though half the student body would 
probably have to quit school if their 
fathers were to die lacking the insur- 
ance protection that some agent had 
sold them. 

It is of course unreasonable and un- 
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fair that life insurance agents as a 
class should be stigmatized for the ir- 
ritating pushiness of an extremely 
small fraction of 1%. But the fact is 
that it doesn’t take many instances of 
ill-advised persistence to make a col- 
lege campus a focus of ill-will against 
life insurance agents. It spreads among 
students who have not even called 


upon by an agent. Even though late 
modified, it can color a man’s attituge 
for the rest of his life. It matiers little 
that the institution of life insurance 
still stands high in the student’s eS 
teem. For after all, the contact he will 
have with the life insurance busines 
is going to be almost entirely through 
agents. 
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PERSONALS 


Jack Wardlaw, Provident Mutual 
Life, Raleigh, author of Top Secrets of 
Successful Selling, will address Na- 
tional Society of Professional Selling 
sales rally Dec. 6 in Rocky Mount, N.C. 





Richard B. Evans, president of 
Colonial Life, was principal speaker at 
the annual dinner meeting in Newark 
of New Jersey chapter of American 
Institute of Real Estate Appraisers. 


DeSaussure D. Edmunds, field vice- 
president in St. Louis for Equitable 
Society, was cited at the anniversary 
convocation by his alma mater, Pres- 
byterian college of South Carolina, for 
outstanding accomplishment in insur- 
ance. 


Commissioner Paul J. Rogan of Wis- 
consin and Mrs. Rogan are the parents 
of a daughter, their third, born at their 
home in Ladysmith, Wis. The Rogans 
will move to Madison shortly. 


DEATHS 


JAMES F. FOX, 69, treasurer of Mu- 
tual Savings Life, at St. Louis, died in 
Sacred Heart Sanitarium at Milwau- 
kee. He had been with the company 
and its predecessors for 42 years. 











CARLOS E. STEBBINS, 53, agent at 
Blue Island, Ill., for Bankers Life of 
Nebraska, died there. 


HARRISON B. WALTON, 67, who 
retired in 1953 as mortgage loan direc- 
tor of Jefferson Standard Life, died of 
bronchial pneumonia in a Nashville 
hospital. He joined the company in 
1919. 


JAMES J. SWEENEY, 58, deputy 
commissioner of Washington and su- 
pervisor of the claims department 
division, died in a Seattle hospital 
after a short illness. He had been with 
the department since 1932. 


JOHN J. HOSCH, 87, veteran Mil- 
waukee life insurance man who started 
as an office boy for Northwestern 
Mutual Life in 1887, died of pneumonia 
at a hospital there. He had been ill for 
several years. In 1892 he resigned as 
cashier of Northwestern Mutual and 
joined New York Life at Milwaukee. 
In 1895 he became an agent and by 
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Retention Problem 
Grows with More 


Competition in Field 


NEW YORK—The increase in group, 
A&H and life has made competition 
so keen that the emphasis on reten. 
tions have been accentuated, Commis- 
sioner Beery of Colorado said at the 
meeting of the commissioners subcom- 
mittee of life insurance to study group 
life. The primary element in group in- 
surances sales seems to be the estj- 
mated retention rather than the price 
or any of the other facets of group in- 
surance, he_ said. Competition has 
forced retentions lower and lower un- 
til they are often unrealistic, yet the 
buyers often overlook this fact, he 
said. 

e e e 

If companies stand by their estimat- 
ed retentions they may find the mar. 
gins for proper reserves are inadequate, 
he said. Is it proper for companies to 
mislead buyers this way? he asked, 
Isn’t this type of misleading similar to 
the advertising which has been criti- 
cized by the federal trade commis- 
sion, he wanted to know. The result 
of complete disclosure seems to be that 
there is little actual retention left and 
the agent is only an assistant hired on 
a fee basis. 

The obvious step for buyers is self- 
insurance, he said. No matter how it 
feels about self-insurance, the business 
seems to be encouraging it in its at- 
titudes toward retentions, Mr. Beery 
said. 

The matter was set to be taken up 
in executive session, held immediately 
after the open meeting. 

Before Mr. Beery presented the re- 
tention problem, Harold Bittel of New 
Jersey explained the changes made in 
the group life definition as set out by 
New Jersey Commissioner Howell 
Nov. 14. None of the changes were 
significant, he said. They merely clari- 
fy the previous definition as approved 
by the NAIC a year ago. 





Pru Names Rhoades at Oil City 


Prudential has appointed James I. 
Rhoades district manager at Oil City, 
Pa., succeeding Roland E. Bunting, who 
has been named district manager at 
Monessen, Pa. Mr. Rhoades joined the 
company at Hornell, N. Y., in 1941 and 
has been co-manager at Cortland, 
N. Y., for five years. 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Main 


1634. Fred Baker, Southeastern Manager. 
BOSTON 11, MASS.—207 Essex St., Rm, 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 


land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabarh 2-2704, O. E. Schwartz, Chicago Mgr. 
R. J. Wieghaus, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg.. Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, — Lafayette 
Tel. Woodward 1-2344, J. Edwards, 
dent Manager. 


Bidg., 


Resi- 


KANSAS CITY 6. MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bidg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. ¥.—99 John Street, Room 
1103. Tel. Beekman 3-3°58. Ralph E. Richman. 
Vice-Pres.. J. T. Curtin Resideni Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Clarence W. Hammel, Resident 
Manager. 


PHILADELPHIA 9, PA.—123 S. 
Room 1127, Tel. Pennypacker 5-3706. 
Fredrikson, Resident Manager. 

SAN FRANCISCO 4, CAL.—Flatiron Bldg.. 544 
Market St. Tel. Exbrook 2-3034. A. J 
Wheeler, Pacific Coast Manager. 


Broad Street, 
E. H. 
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Name Gaglio, Stone Mich. Blue Cross 


to Life Assn. News 


Nationa! Assn. of Life Underwriters 
has appointed Sam P. Gaglio and Stan- 
ley L. Stone associate editor and as- 
sistant editor, respectively, of its 
monthly magazine, Life Association 
News. / : 

Mr. Gaglio, a former daily news- 
paperman, has been associate editor 
of Insurance Field and Kentuckian 
Purchaser Magazine, Louisville. 

Mr. Stone has been production editor 
of three magazines published by Shaw 
Publications, New York City. 

Jack Kirk and Bernard Landis, as- 
sistant editors, recently resigned from 
Life Association News. 





A&H Code Draws Fire, 
but Expect NAIC Adoption 


(CONTINUED FROM PAGE 3) 
the business could be held. No date 
was set for the meeting. 

The adoption of a state fair trade 

practices act should be urged as a 
primary consideration for the ousting 
of FTC jurisdiction, the subcommittee 
of A&H said at the meeting on state 
laws governing misleading and decep- 
tive advertising. Commissioner Pans- 
ing of Nebraska, chairman of the sub- 
committee, said he believes it is the 
basis for such an ouster, if it is pos- 
sible. } 
He listed three laws for which the 
states seek to retain jurisdiction of 
the regulation of A&H insurance as 
the uniform A&H provisions law and 
the uniform service of process act and 
the fair trade practices act. However 
he said that the fair trade practices 
act was the essential one for every 
state. C. F. J. Harrington of Assn. of 
Casualty & Surety Agents spoke on be- 
half of the service of process act. He 
also said that the FTC has a strongly 
arguable case concerning its right to 
determine whether state laws are ade- 
quate to regulate insurance. 

Mr. Harrington believes the NAIC 
and the insurance business have a long 
way to go before the problem is solved. 

At the Blue Cross-Blue Shield sec- 
tion of the sub-committee of A&H, Mr. 
Pansing, who is also chairman of this 
group, said that the problem of ma- 
ternity benefits is still on the agenda 
and the study of state laws which de- 
termine the regulation of Blue Cross 
and Blue Shield are to come up, how- 
ever no action had been taken since 
the meeting last June. It was decided 
there was no need for an executive 
session and nothing was done about 
the current problems. 


Plan A&H Unit in Indiana 


Indiana Assn. of A&H Underwriters 
will stage a half-day sales congress 
in Gary Dec. 9 as a kick-off for the 
formation of a new local association 
for the Calumet area. 

Speakers will be William Highfield, 
Insurance R & R; John Morris, Hoo- 
sier Casualty, Fort Wayne, Indiana 
association president; William Cour- 
sey, managing director of IAAHU, 
and Robert W. Osler, vice-president 
Rough Notes Co., state association 
secretary. 

The Calumet association will be the 
fourth local in Indiana, others being 
= annals, Fort Wayne and South 

end. 








Maine Fidelity Appoints Hillman 


Maine Fidelity Life has appointed 
Raymond W. Hillman head of the un- 
derwriting department. Mr. Hillman 
has been senior underwriter of New 
England Mutual Life. 


Asks Rate Boost: 
Stirs Union Protest 


LANSING, MICH—A proposal for 
a 23% increase in Blue Cross rates in 
Michigan has stirred a storm of pro- 
test from organized labor. 

Walter P. Reuther, CIO president, 
condemned the proposal from Detroit 
after William S. McNary, executive 
vice-president of Michigan Hospital 
Service (Blue Cross), had announced 
the request for approval of higher rates 
had been filed with the Michigan de- 
partment. Reuther wrote both Gov. 
Williams and Commissioner Navarre 
that the Blue Cross organization had 
“failed to demonstrate the need of so 
large an increase in rates’’. He said 
the request for approval should be 
disallowed. 

Reuther further recommended: That 
a “complete review” be ordered of the 
factors tending to cause an “unneces- 
cary inflation of Blue Cross costs” 
end that the hospital service be re- 
quired to “call in an outside agency, 
qualified in the fields of health ser- 
vice and pre-payment, to conduct 
studies and make recommendations 
with a view to finding a valid solution 
‘o the recurring problem of assuringa 
high quality prepaid hospital care at 
reasonable cost”. 

McNary had explained that the 
proposed increases would amount to 
some 55 cents a month for unmarried 
members of the plan and $1.72 per 
month for members with two-member 
or full family contracts. Present 
rates are: For single persons, $2.70 
and $3 per month, for ward bed or 
semi-private room, respectively; for 
two-person and family coverage, $6.90 
or $7.40, according to the type of ser- 
vice. McNary said rising hospital costs 
make the increase necessary to assure 
solvency. The new rates would go into 
effect Feb. 1, if approved. 

Reuther noted that CIO members 
on the Blue Cross board of trustees 
voted against the increase. The bulk 
of unionized labor in Michigan now 
under hospitalization service contracts 
is provided service under the Blue 
Cross plan. 





Elect Guenther President 


Edward J. Guenther Jr. is the new 
president of Wheeling (W. Va.) Assn. 
of A&H Underwriters. Chester Fox is 
vice-president and Joseph Pavelka, 
secretary. 

The election meeting was addressed 
by Louis Miller, West’ Virginia deputy 
insurance commissioner, who empha- 
sized the need of complete explanation 
of coverages to the buyers of A&H in- 
surance. 





S. F. Group Plans 50th Anniversary 


Henry E. North, vice-president of 
Metropolitan Life in charge of the 
Pacific coast head office and chairman 
of the special committee of San Fran- 
cisco Life Underwriters Assn. to 
develop a program for the group’s 50th 
anniversary next year, has announced 
the following chairmen: E. E. Keller, 
Lincoln National Life, banquet; Nor- 
man Johnston, Provident Mutual Life, 
sales congress, and Gordon W. Hay, 
finance. Ray Deston, John Hancock, 
will serve as liaison officer between 
the committees. 

The celebration will be held April 
5-6, at the Fairmont hotel with a ban- 
quet highlighting the first day. A sales 
congress will be held the second day at 
the Marines memorial building. 

The association has started a series 
of meetings for district managers of 
the companies operating in the out- 
lying and residential districts. 
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The officers, home office staff and field force of the 

Provident Life Insurance Company extend cordial 
greetings and best wishes of the holiday season to 
all our friends in the life insurance business. 


May we always preserve those things which made 
us friends. 


THE PROVIDENT 


Life Insurance Company 


BISMARCK, NORTH DAKOTA 
Joseph Dickman, Agency Vice President 


Life - Accident - Health - Hospitalization - Annuities 
Pension Trust 
**'The Provident States”’ 
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State Control of Welfare Funds’ Activities Fought 
(CONTINUED FROM PAGE 1) I 
t 
agent’s license in this very state, ap- is our position that direct regulation c 
parently without an investigation into of welfare funds must be federal byt p 
i his background, connections or finan- that such federal legislation shoulg c 
ACC | D FE NT cial backing. State insurance authori- be supplemented by the improvements a 
ties in this state and in other states of state-wide standards for the opera. a 
\ failed to conduct any examination of tion of insurance carriers, agents ang c 
NO, \- CAN his financial accounts and operations brokers.” a 
a F ALTH during all the years of his activities. Mr. Hanover urged that whatever a 
; / Such an examination could easily have laws are made applicable to joint k 
COVERAGE: exposed the nefarious activities of this union-management welfare funds I 
a broker and would have prevented the should be equally applicable to those 
HOSPI TAL continuation of the abuses now so administered exclusively by manage. C 
roundly denounced. ment, whether employer organizations t 
oy ey 7 “It would therefore seem that had like it or not. a 
combined with Complete coverage with the state insurance authorities fully “The exclusion of management ad- t 
Double & Triple Indemnity, discharged their supervisory respon- ministered plans would be unfairly \ 
| FE Waiver of Premium. Pays sibilities many of the abuses would discriminatory in its effects, for it e 
$20 monthly per $1000 have been nipped in the bud or pre- would impose burdens and costs upon n 
life coverage. vented altogether. one type of plan while granting im. t 
“T submit that the primary reason munity from those burdens and costs < 
io Mm for the failure by state insurance au- to another,” he said. “It would, in 9 
Brokerage Business Invited! thorities to carry out their full re- other words, have the effect of puni- d 
” sponsibilities as representatives and tive legislation against jointly admin- u 
protectors of the public interest lies istered plans as such, regardless of n 
in the fact that the special interests whether or not they are in fact honest- ” 
as particulars write to WM. D. HA of the commercial insurance agencies ly and efficiently administered.” cS 
ice President ond Agency Monager play too large a role and exert too ° ° ° 
: strong an influence over state regula- Mortimer M. Denker, chairman of 
U N i T E D tory agencies. = the group insurance committee, ap- ® 
“If the investigations of health and peared at the hearing in behalf of New p 
LIFE AND ACCIDENT _ plans ag —— oe York State Insurance Brokers’ Assn, : 
in the way of a general proposition, : ee : 
INSURANCE COMPANY that proposition is that state regula- eA i ag ‘oe é 
e tory agencies are seriously in need of Mr. Denker said a special cause for ic 
Concord, New Hampshire reform. Steps in the direction of such his association’s concern with union 0! 
reform should be designed to make welfare funds is the fact that those " 
these agencies more alert and respon- responsible, wittingly or unwittingly, st 
sive to the public interest and the in- for the abuses, in seeking to offer se 
terests of the consumers of insurance plausible explanations for them or to In 
Servaces. justify or excuse them, have “sought - 
° ° ° to bring into disrepute the system of = 
“One such step would be the crea- private insurance, and of the part : 
tion of effective permanent public ad- played in it by insurance brokers.” : 
visory boards to review and report on Whatever abuses have been related . 
SANSA RSA NE MESS SRE NH NSE NE RT BN ROE SE RT PT SEE EE Mi EE «the activities and policies of state in- to the insurance purchased as a fune- . 
Be ¢ surance authorities as well as to rec- tion of a welfare fund have been made . 
My ¥ ommend new measures. The member- possible by the same two faults which 2 
Al ‘i if os 3 @ ship of such boards should be drawn have brought about abuses in other - 
y ristmas L t from the public at large and from in- respects, he said. He listed them t 
y kt terested groups outside the insurance as the “failure of some trustees to 4 
y ¥ industries, such as labor, which have discharge, with utmost responsiblity, pe 
FROM Le: A M E R | C A N L | F E digcs % a consumer interest in the operations the duties of trusteeship” and _ the 
i of the industry. I note that such ad- “absence of a written record of all fu 
ye to g visory councils exist in the fields of details of the acts of trusteeship, made os 
i # unemployment insurance, workmen’s subject to public scrutiny by the state pa 
A THE LIFE INSURANCE AGENTS @ compensation and disability benefits insurance department and rendered to ss 
i % insurance. They have played a strong others vitally interested—namely, em- P 
YY 4 and constructive role in the proper ad- ployes who are beneficiaries of the 
: if you qualify = ¥ ministration of these laws and in the trust and .employers who contribute ps 
y you can be the first and only man in your territory to offer, in i a sei ie ps _ to its coention and sontmnnes’ mi 
if addition to our complete, modern portfolio, the latest feature ¥ equally benefit from the creation of a The seneeieiien eee tee Pt 
if in insurance— % similar advisory council.” : damental” measures that would cor- 
5 Snape ¥ Pi -se tier Nap rect these faults. The first is legisla- ; 
ABLE E é : : tion requiring welfare fund trustees to 
YF ONT CONTRACT : — ages a ee to make detailed periodic reports au- ins 
i ifi i ants of 
: terete ts deli tnt § commissions to be altered to eliminate to the sate ingiranee deparunemn <i 
: e requireme at even though a Sadi : 3 
5 to be issued on the 10, 15, 20 Year and Age 55 and 65 endow- gaat seit’ taeaniliand: ane-anad iene ba ee pte. a 
is ment plans, with automatic provisions for refund of premiums, g ployed or performed, commissions Seguknihain as to receipts, disbursements, of 
i double indemnity, and disability waiver of premium! 4 must nevertheless be paid or included expenses and assets on hand. ers 
@ in the premium and retained by the The second suggestion is legislation wh 
i Assure a spot for yourself in the American Life. ¥ ney One forbidding any individual to serve as g0 
§ - ° ° a welfare fund trustee unless he has abt 
5 Write to Harold C. Vollmann, Vice President and Director of 4 Mr. Hanover quoted the American been certified by the insurance depart- 
is Agencies % Federation of Labor’s position on this ment, with no certification to be given 
it ry and also its contention that a code of until the applicant has filed written 
i A MERI Cc AN ¥ standards governing the maximum answers to questions which will rea- 
¥ LIFE amount of commissions and service sonably establish his detailed knowl- 
¥ fees should be adopted and enforced edge of the responsibilities and liabili- 
¥ Insurance Association ¥ by the state insurance authority. He ties of a trustee. 
i Bridgeport 5, Conn. ¥ quoted the AFL statement to the ef- The third is legislation authorizing 
fect that “state insurance commissions the insurance department to audit 
4 Serving American Families in Connecticut, Illinois, Indiana, Michigan, i and departments should assume and welfare funds, to revoke the certifi- 
New Jersey, Ohio, Pennsylvania, and West Virginia % exercise a greater degree of respon- cate of any or all trustees and to take 
3 sibility for the integrity, competence such further steps as may be neces- 
¥ Since 1892 i and character of agents and brokers sary to compel restitution to the wel- 
x1 who are licensed by the state.” fare fund. 
| “In short,” said Mr. Hanover, “it “Any tabulation of the abuses which 
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have been related to insurance aspects 
of the funds would, by their mere 
description, suggest how the require- 
ment of complete disclosure, and of 
qualification of trustees completely 
aware of their responsibilities and 
accountable for their dilligent dis- 
charge, would tend to eliminate these 
abuses,” Mr. Denker declared. Many 
abuses have been possible principally 
pecause trustees have been actively or 
passively false to their trust. 

“Our recommendations are, of 
course, not without self-interest. In 
the furnishing and servicing of insur- 
ance as part of welfare fund benefits, 

e compensation for professional ad- 
visers should be earned. It cannot be 
earned by persons incapable of fur- 
nishing and rendering service. If trus- 
tees are and must be careful in their 
selection of persons to furnish and 
service insurance, then a most faithful 
discharge of the responsibilities of 
trusteeship need in no way disturb the 
normal marketing method in which 
insurance is furnished through brokers 
and agents.” 

e e e 

He classified the broker’s services 
as those relating to formulation of the 
plan, selection of the carrier and in- 
stallation and administration of the 
plan. He described them in some de- 
tail. Any welfare fund needs the serv- 
ice of the competent broker. Portions 
of the insurance business which hold 
to the best practices have established 
standards of compensation for these 
services which belie any charges of 
impropriety. No abuses have been 
caused through employment of per- 
sons or companies who hold to these 
standards. The faults have stemmed 
from the failure of those responsible 
for trusteeship to insist on getting 
services of high quality which have 
always been available at the low cost 
represented by these standards of fair 
remuneration, Mr. Denker said. The 
bulk of welfare fund insurance in- 
stalled over the years is operating in 
a wholly commendable manner, he 
added. 

Mr. House wanted to know why a 
full commission should be paid a brok- 
er who does not perform a consulting 
service. Mr. Denker said it must be 
paid to protect the agency system. 

Mr. House asked his opinion on a 
separate fee for rendering consultation 
service. Mr. Denker felt many plans 
might try to save a small amount of 
money by doing without the consulta- 
tion advice. 

e e e 

Mr. Denker said he had no objection 
to disclosure to the fund and to the 
insurance department of the amount 
of commissions and who received 
them. 

Mortimer Nathanson, Brooklyn, 
chairman of the legislative committee 
of Greater New York Insurance Brok- 
ers’ Assn., submitted a proposed bill 
which the organization believes “will 
go a long way toward eliminating the 
abuses we are discussing.” 
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The bill would prohibit any officer, 
agent, employe or member of any 
union, or any employer whose mem- 
bers or employes are covered by a 
welfare or pension plan, from having 
any direct or indirect financial inter- 
est in any insurance agency or broker- 
age firm writing any insurance policy 
for such welfare or pension plan. They 
also would be prevented from exercis- 
ing control over the ultimate use of 
any commissions or fees received from 
or by any insurance company, broker 
or agent in connection with the plan. 

The proposed bill is in the nature of 
a conflict of interest statute, Mr. Nath- 
anson said. It differs slightly from the 
original recommendation to the insur- 
ance superintendent. The change was 
made at the request of Matthew Woll, 
president of Union Labor Life. 

Mr. Nathanson said the association, 
changing its mind, had decided not to 
ask inclusion of insurance companies 
in the proposal. He noted that Gov. 
Harriman, in vetoing the legislation 
last year, said, “there is no prohibition 
in the bill against a union officer hav- 
in an interest in an insurance agency, 
brokerage firm or insurer, or against 
sharing commissions.” 

Mr. Nathanson admitted a “substan- 
tial number” of brokers are not quali- 
fied to handle big group cases, but 
pointed out they can obtain the neces- 
sary information and educate them- 
selves. 

Following are excerpts from. the 
statement made by Peter Seitz, chair- 
man of the special committee on wel- 
fare and pension fund legislation of 
the Commerce & Industry Assn. of 
New York: 


“In view of the importance which 
the brokerage commission has had on 
the development of group insurance in 
this country, we do not feel prepared 
to counsel dealing with the abuses in 
labor-management welfare ‘funds by 
the simple expedient of eliminating 
commissions. The problem is too com- 
plex for such a simple answer. 

“We do believe, however, that the 
promulgation of a non-statutory code 
by the department, after consultation 
with the insurance industry and em- 
ployers and unions, which might in- 
corporate a uniform decremental scale 
of commissions and standards regard- 
ing the payment of fees, would have 
the virtue of guiding trustees in the 
execution of their duties and enabling 
them to avoid the excessive payments 
that are the subject of proper criti- 
cism. 


“A second measure we believe de- 
sirable is some form of statutory pro- 
hibition on fund trustees and union or 
employer’ representatives profiting 
personally from the operation of a 
welfare or pension program with 
which they are associated. We want to 
emphasize, however, that while it 
would be a salutary thing for such 
a prohibition to be written into state 
law, the legislation needs to be drafted 
with extreme care. On the one hand, 
the provisions must not be so loosely 
drawn that they are open to ready 
circumvention by the unscrupulous 
few. On the other hand, they should 
not be so broad or inflexible as to 
interfere with legitimate practices 
whereunder compensation is paid for 
actual services performed. 

“The third other state measure we 
propose is an amendment to section 
380 of the state penal law respecting 
bribery of labor representatives. The 
Cilento case, decided in New York 
county court of general sessions in 
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May of this year, has called attention 
to a serious shortcoming in the present 
provisions. In that case it was held 
that section 380 does not reach bribe- 
taking by union officials serving as 
welfare fund trustees where the ob- 
ject is to influence their actions as 
trustees rather than as union officials. 

“We propose that the penal law be 
amended to make employer and union 
trustees, as well as pension and wel- 
fare trust fund administrators and em- 
ployes, subject to the same prohibi- 
tions on bribe-giving and bribe-taking 
now applicable to union representa- 
tives.” 

Harold Faggen, New York City, con- 
sultant to employe welfare and pen- 
sion trust funds, dealt only with one 
aspect of employe welfare and pen- 
sion trust funds—their legal right to 
self-insure. 

“In my opinion, the resolution of all 
questions concerning the legal status 
of self-insured trust funds is of para- 
mount importance to hundreds of 
thousands of workers and their fami- 
lies,” he said. “If nothing else is 
achieved as a result of the inquiries 
which have been going on for two 


years, it should be established beyond 
question that self-insured trust funds 
are an accomplished fact which must 
be, recognized in the law.” 

Despite the fact that there is no 
provision of the insurance law which 
expressly provides for self-insured 
employe trust funds, hundreds of such 
funds have been operating for a num- 
ber of years, not only with the acquie- 
scence of the insurance department, 
but with the active cooperation of 
other New York state agencies, Mr. 
Faggen said. 

A brief statement was read into the 
record by Martin E. Segal, partner in 
Martin E .Segal & Co., New York City 
consultants on welfare and pension 
funds. He contended that drastic legis- 
lation is unnecessary in the light of 
the fact that the vast majority of pen- 
sion and welfare programs have been 
handled with the highest integrity on 
the part of the management and union 
trustees involved. 

The requirement for an annual and 
detailed report from the trustees of 
pension and welfare funds to the cov- 
ered employes and employers would 
be most helpful, he said. The report 
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could include an accounting of all 
pertinent financial aspects of the fund 
and could list its achievements to give 
employers and employes a sense of 
satisfaction in what has been accom- 
plished. 

The position of the life companies 
was presented by a group of execu- 
tives led by Gilbert W. Fitzhugh, 2nd 
vice-president of Metropolitan Life 
and chairman of the American Life 
Convention-Life Insurance Assn. of 
American joint committee on union 
welfare funds. 

With Mr. Fitzhugh were Lawrence 
M. Cathles Jr., assistant vice-president 
of Aetna Life; J. Henry Smith, vice- 
president of Equitable Society; Victor 
A. Lutnicki, 2nd vice-president of 
John Hancock; Ray M. Peterson, vice- 
president of Equitable Society, and 
Albert Pike Jr., actuary of LIA. 

The ALC-LIA group gave several 
reasons to support the life companies’ 
contention that joint trusteed union 
welfare funds are in fact doing an in- 
surance business and, to the extent 
that they are so engaged, should be 
regulated as insurance. 


First, the spokesmen said, benefici- 
aries of a trust need the protection of 
the regulatory features of the insur- 
ance code. State laws declare that the 
business of insurance is one charged 
with public interest and they recog- 
nize the principle that insurance 
should be publicly regulated. It is 
especially important for joint trusteed 
union welfare funds to be regulated by 
law because these funds involve the 
financial well-being of millions of 
workers and their families. There very 
newness, compared with established 
life companies, indicates the appro- 
priateness of more detailed regulation 
rather than less. 

“The fact that a third party handles 
and distributes funds contributed by 
employers for the benefit of so many 
individuals, or contributed by employ- 
ers and employes together, results in 
the creation of many issues essentially 
the same as those which have dictated 
the conclusion that insurance company 
operations should be under constant 
review and scrutiny by a public offi- 
cial. It is paradoxical to maintain that 
established institutions with decades of 
experience require close regulation in 
the public interest, but that individ- 
uals without long experience and with 
limited resources do not need such 
regulation. 


“We can think of no possible reason 
why group life insurance policies is- 
sued by life insurance companies 
should be required to contain a con- 
version privilege operative on termin- 
ation of employment, and yet joint 
trusteed union welfare funds provid- 
ing what amounts economically to life 
insurance protection should not be 
considered as doing a life insurance 
business and should thereby be re- 
lieved of this requirement.” 

Also cited was the New York law 
requiring issuance of certificates to 
individuals employes. insured under 
group life and group A&H, while no 
such certificates are required to be is- 
sued by a union welfare fund provid- 
ing benefits directly, if the funds were 
deemed not to be doing an insurance 
business and not subject to these re- 
quirements. Without proper certifi- 
cates and other written evidence of 
entitlement to benefits, employes cov- 
ered by union welfare funds providing 
benefits directly might never know 
their rights and privileges. 


Employes and_ their beneficiaries 
need a public body to whom they ¢ay 
turn in the event of misunderstanding 
or dispute. This is the committee’, 
second reason why the funds shoulq 
be regulated as insurance. If a join 
trusteed union welfare plan is not cop. 
sidered as doing an insurance busines. 
there would be no recourse to the jn. 
surance department in cases of dis. 
pute. If an error or inadvertent djs. 
crimination occurs, the employe has 
no independent public body to turn ty 
in order to get his questions answered, 
Although he can look to his union o 
his employer for aid in Collectively 
bargained plans, he lacks the addition. 
al recourse of the independent public 
body. Also, the rights of non-union 
members and of members of othe 
locals covered by one all-embrasiye 
union welfare fund must be remem. 
bered. 


If New York joint trusteed union 
welfare funds were regulated by rea. 
son other than their doing an insyr. 
ance business, the state would lose 
substantial premium tax revenue, the 
ALC-LIA group said. 

Federal regulation will be invite 
if uninsured plans are not considered 
to be doing an insurance business, ac. 
cording to the ALC-LIA statement. 

“State regulation of uninsured union 
welfare funds, separate from the jp. 
surance phases thereof, presently ex. 
ists in no state in any considerable 
degree, and can hardly be expected to 
become law in many states in the 
foreseeable future,” it said. “If the 
insurance phases of union welfare 
funds are not generally regarded as 
the doing of an insurance business, a 
regulatory vacuum will be created 
which can be filled with dispatch only 
by the federal government. 

“It hardly seems debatable that fed- 
eral regulation of uninsured welfare 
funds, when placed alongside state 
regulation of insured funds, will create 
a competition between them which 
will ultimately threaten the very foun- 
dations of state regulation of insur- 
ance. Beyond this, federal regulation 
will never be adequate to reach all 
funds, such as those whoch are intra- 
state or local in character.... 

“We believe it would be highly dan- 
gerous to the principle of state super- 
vision of insurance if any regulation 
of the non-insurance functions of 
trusteed plans, other than simple dis- 
closure legislation, were to be enacted 
at the federal level. While the insur- 
ance phases are separate operations, 
they intimately affect one another. If 
the federal government were to regu- 
late the non-insurance phases, but the 
various state governments the insur- 
ance phases, it would probably be only 
a question of time before the need of 
a unified regulatory procedure would 
be required in the interests of proper 
coordination. 


“Furthermore, some trust funds are 
not involved in interstate commerce 
at all, so they are not subject to feder- 
al requirements such as the Taft- 
Hartley act. Divergent _ principles 
might develop if the federal govern- 
ment were responsible for regulating 
one type of trust, and the states the 
other types. Joint trusteed union wel- 
fare funds are presently doing an il- 
surance business under New York law. 
If the law is to be amended at all, it 
should be to make this fact more clear 
rather than less.” 

Spencer L. McCarty, Provident Mu- 
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= 
tual, Albany, managing director of 
New York State Assn. of Life Under- 
writers, seid the organization’s tenta- 
tive views on the subject, as set forth 
in an earlier letter to Mr. House, had 
been confirmed at the subsequent 
semi-annual delegate meeting. Mr. 
McCarty was accompanied by Harold 

_ Baird, Northwestern Mutual Life, 
New York City, vice-president of the 
state association. aS : 

The association feels it is not in the 
ublic interest to substitute a consul- 
tant’s fee for a commission on welfare 
plans. It would fail to curb the abuses 
in connection with fees and might ac- 
centuate them. The substitution would 
tend to bypass the control now exer- 
cised by the insurance department on 

issions. 
Tage complete disclosure would 
have a good effect on welfare plans, 
particularly if the disclosure went be- 
yond the insurance department and 
extended to the fund members,” Mr. 
McCarty said. 

The association believes that some- 
one should be made to justify the 
necessity of payment of fees, includ- 
ing the disclosure as to the ultimate 
recipients. 

Also advocated is strengthening of 
the insurance department’s authority 
to ask questions on pre-licensing ap- 
plications. 

“Tax equality between funding 
methods of welfare plans might well 
be inaugurated,” Mr. McCarty said. 

Mr. McCarty filed a copy of the de- 
tailed letter which gives the associa- 
tion’s reasons for advocating the points 
he listed at the hearing. 


Asked by Mr. House if he felt regu- 
lation and disclosure should extend to 
all plans, Mr. McCarty replied in the 
affirmative. He added that the asso- 
ciation sees no reason to limit disclo- 
sure to half of 1% of premiums. All 
“vital information” should be dis- 
closed, not just commissions. He in- 
cluded in this facts vital to benefici- 
aries, finances, salaries and actuarial 
assumptions. 

Mr. Baird said service fees and com- 
missions should be disclosed, also. 

Discussing the recognition of actu- 
aries in Canadian laws and govern- 
mental regulations, William M. Ander- 
son, president of North American Life 
of Toronto and president of the Society 
of Actuaries, said it was his personal 
conclusion, judging from the Canadian 
experience, that fellows of the society 
or the English and Scottish organiza- 
tions, may be granted full authority 
to deal with all actuarial matters with- 
out further qualifying steps being re- 
quired. For certain purposes, associ- 
ates might also be granted authority 
to act. In situations where the avail- 
able supply of fellows is inadequate, 
or where other experienced persons 
are already performing actuarial serv- 
Ices, recognition might be extended to 
associates with substantial experience 
as of a specified date. Such a tempor- 
ary process might also extend to other 
persons of substantial experience 
whose qualifications are demonstrable 
by examination. However, from the 
longer term point of view, it should 
be contemplated that fellowship by 
examination in a recognized actuarial 
body should be the princiapl criterion 
qualifying a person to perform actu- 
arial services prescribed by statute or 
regulation. 





_Harmelin agency of Columbian Na- 
tional Life in New York City is con- 
ducting a five-lecture course to pre- 
pare brokers for the Dec. 15 New York 
state life agents’ examinations. 


Pension Equities Discussed 
at Welfare Fund Hearing 


(CONTINUED FROM PAGE 5) 
in his over-all financial planning, if 
by any chance he does any, needs to 
know where he stands.” 

For the time being, Mr. Rum] would 
have a minimum amount of invest- 
ment limitation, the principal limita- 
tion being that the members of the 
finance committee may not sell or 
buy from the pension fund invest- 
ments for their own personal account. 

“I think that no great harm would 
be done if there were a limitation on 
the percentage of a particular com- 
pany’s equities that could be held by 
a pension fund, say 15 or 20%, and 
a further limitation that no more than 
a certain percentage of a fund’s cap- 
ital could be invested in a particular 
equity unless it happened to be a re- 
gulated investment company,” he stat- 
ed. “I would put no limitation what- 
soever on the proportion of a portfolio 
that could be invested in equities, 
since in my opinion a good case could 
be made out for a pension fund port- 
folio having 100% equitites as long 
as the annual contribution to the pen- 
sion fund exceeds the amount to be 
paid out. I think that no limitaion 
other than those indicated above is 
required with respect to a pension 
fund owning the stock of its own com- 
pany. 

“At some later date the federal gov- 
ernment may need to intervene, first 
to prevent excessive investment in 
the federal debt, which could be very 
‘damaging to investment in private 
enterprise, and second to prevent 
holding securities of vendors or dis- 
tributors which might contravene 
principles of competition and fair 
dealing. This however is nothing for 
the state to worry about.” 

Mr. Ruml said there is another mat- 
ter worth thinking about and that is 
the fact that in the absence of any 
vesting requiremént the American 
economy is transforming itself into a 
new feudalism with individuals being 
locked into employment in companies 
in which they have accumulated sub- 
stantial pension rights, and companies 
being unable to employ desirable per- 
sonnel over a certain age because of 
the impossibility of accumulating ad- 
equate pension provisions. 

“This problem is one for the feder- 
al government and not for the state, 
except perhaps that study should be 
given to make sure that the pension 
provisions of all public authorities 
within the state provide for full vest- 
ing and for the transfer from one 
agency to another of all accumulated 
welfare benefits.” 





Report on Pension Plans 


The bargaining procedure used in 
settling wage and other demands has 
shortcomings when it comes to pensions 
because they should be established on 
a long term basis, according to Check 
Points in Negotiating Pension Benefits, 
a special report published by Charles 
D. Spencer & Associates of Chicago. 

Compromises reached after bargain- 
ing are far from satisfactory in regard 
to benefit programs which require de- 
liberate planning, the publication points 
out. Pension plans should be balanced 
carefully as to needs and ability to pay 
the cost. The long term cost aspects 
must be weighed since practically no 
negotiated plans are financed over a 
period less than 10 years. While 20 and 
30 years are common, it is wise to de- 
vise the best and soundest plan con- 
sistent with the amount available to 
finance it. 











Service 1s Our Mioote Nane / 


Most filling stations carry very much the same line of 
products — gasoline, oil, tires, batteries and a wide variety of 
automotive gadgets. Why is it, then, that some attract many 
more customers than others? It's service! Not just a mechani- 
cal swipe-at-the-windshield variety, but friendly, bumper-to- 
bumper, under-the-hood, we-want-to-please-you attention which 
makes the difference. 





This difference holds true in the insurance business. Most 
companies offer to brokers similar types of policy contracts 
which sell for approximately the same price and return just 
about the same commissions. Why, then, do more and more 
brokers deal with State Mutual? We think the reason is that 
our General Agents and Brokerage Managers and a_ field- 
minded Home Ofhce Underwriters’ staff do all in their power 
to give that extra-speedy, efficient, personalized service that 
lets the broker know that his business is considered of real 
importance. This service, of which we are justifiably proud, 
is the same for all brokers — for small cases as well as large. 
We like brokers — and we feel sure you'll like us. 


Try us — drop into one of our 70 nationwide offices for some 
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Aetna Life Insurers 
Declare Extras 


Shope Coordinator for 
Get-Out-The-Vote Drive 


ed by the Advertising Council. The 
1956 register & vote campaign has 
been approved by both the national 
Republican committee and the nation- 


Describe Management 
Development Programs 


Leslie R. Shope, manager of ad- ; Management development progr 
in four companies were described at a 


Aetna Life has declared a $1 extra al Shemoeratic comesitteec. 


ividend, payable Jan. 3 to holders of vertising and press relations of Equit- “Newspapers, magazines, radio and C 
gana A : ‘asualty has declared q @ble Society, has been named volunteer PP — ioe — networks. trans- S¢Ssion of the management develop. 
an: De Coney ae eee | ee f th tional non-part- Z “Ne ment conference following LIAya: 
30 cent extra and Automobile a 30 cent COOr@mMator of the natio p portation and outdoor advertising com- a ; AMA’; 
ee os aut isan campaign to bring out a record janies as well as local and national @™2Ual meeting in Chicago. 
extra, payable Jan. 3 to holders of Dec. yote in 1956 sponsored by the Ameri- advertisers will be asked again to Harold W. Gardiner, director of 
9. can Heritage Foundation and support- support the register & vote campaign. education and field training of North. 








_ WANT ADS 








Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 


Friday in Chicago office—175 W. Jackson 


make payment in advance. 


Bivd. 


Individuals placing ads are requested to 


THE NATIONAL UNDERWRITER—LIFE EDITION 








western Mutual Life, was moderaty 
of the panel. Participants were: Cay 
P. Lundy, superintendent of Agencies 
of Prudential; C. B. Metzger, 2nd vigg, 
president of Equitable Society; Eugen, 
B. Rogers, agency vice-president 4 
Mutual Service Life; and -Freq 5 
Sibley, vice-president of Pacific yy. 
tual Life . 





Colonial Life has moved its Phila- 
delphia office from the Fidelity Phila- 
delphia Trust Co. building to larger 
and more modern quarters on the 
second floor of the new City Line Cen- 
ter shopping area at 7708 City Line 
avenue. 














organization. 








This may be the chance you are looking for 
HOME OFFICE AGENCY OPPORTUNITY 


with one of the larger, financially stable and 
highly respected life insurance companies. You'll 
work out of the Home Office recruiting, training 
. be an important part of 
an expansion program that has been going on 
for several years and is now reaching its best 
momentum. This is an excellent opportunity for 
the man with the right background and experi- 
ence, who can work hard and enthusiastically 
. . . and enjoys going places with a vigorous 


and building men. . 


Your inquiry will be treated with full confidence. 
Write Box J-22, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, IIl. 








DIRECTOR OF AGENCIES 
Wanted by new northeastern stock life 
company with made-to-order growth 
possibilities nationally. Chance of life- 
time: build your own Agency Department 
from scratch, divide time between field- 
recruitment, supervision and administra- 
tion. Calls for rounded field experience 
in ordinary sales, supervision and/or 
management, preferably with small-to- 
medium non-N.Y. life company; public 
poise; ability to shift gears from detailed 
to broad operational policies; good 
health, education and community record; 
age 33-40. 

Salary based on past accomplishment, 
will keep pace with rapid development 
expected; liberal pension and group 
plan. Model home office, congenial as- 
sociates, in city of less than 200,000 
with unusual cultural and recreational 
features, mild climate. Personal history 
and requirements in confidence to Box 
J-26, The National Underwriter Com- 
pany, 175 West Jackson Boulevard, Chi- 
cago 4, Illinois. 








GROUP FIELD 
MEN WANTED 


Outstanding opportunities are offered 
experienced Group Field Men by a strong 
Southern life insurance company which is a 
leader in the Group field. An intensive ex- 
pansion program has opened excellent job 
opportunities in Louisiana, Texas, Missis- 
sippi, Georgia, North Carolina, Kentucky, 
Virginia and West Virginia. 

More than a thousand groups located 
from Virginia to Florida and westward to 
Texas have this company's coverage. It is 
one of seven companies providing group in- 
surance for employees of U. S. Steel. 

Applicants should have good records in 
group selling, possess supervisory ability, 
and be free to travel limited territory. Reply 
in confidence, giving complete personal 
data and business history, to Box #J-41, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 





Life Producer Gives Aé&H 


Sales Tips at Los Angeles 


LOS ANGELES—Anne 6S. Frink. 
ness, a leading producer in 1954 fy 
Manhattan Life, speaking at a meet. 
ing of A&H Managers Club of Los Ap. 
geles, on “How to Use Life Insurange 
Techniques for the Sale of A&H” sai 
she uses the same pattern selling Agy 
as in life insurance. She presents her 
plan and fits it to the needs of a fam. 
ily. 

In selling partnership insurance, she 
said this type of coverage can be solj 
with the same technique as in selling 
life coverages. She remarked that she 
has learned to keep quiet during ce. 
tain parts of the interview, and in do. 
ing so the prospect often will tak 
himself into the sale. 

The club decided to hold its Chris. 
mas party Dec. 15. 


1955 Annual Telephone 


Ticklers Now on Sale 


The 1955 annual edition of Te. 
phone Tickler, published in Noven. 
ber by The Weekly Underwriter, now 
is available. 

Numerous changes have taken plate 
during the past year in_ telephone 
numbers and addresses of insurance 
offices in the New York area. A gp. 
cial effort went into the compilation 
of this edition to assure accuracy in 
the recording of these changes. 

Copies may be purchased for i 
cents each or three for $1, plus pos- 
age if mailed, at The Weekly Under 
writer office, room 614, 116 Jon 
street, New York City. 








Government Employes has declare 
a regular quarterly dividend of 30 cents 
a share payable Dec. 23 to stockholder 
of record Dec. 29. 











ACTUARY WANTED 


as Executive Officer of Nevada Industrial Com- 
mission. State owned Compensation Insurance 
Fund with approx. 5 million annual premiums, i 
million assets. Minimum 5 years actuarial ep. 
plus MBA or exper. equivalent. State pd 
pected. Write Gov. Charles H. Russell, c/o 
Personnel Dept., Carson City, Nevada. 


























TWO EXCELLENT OPPORTUNITIES 


New legal reserve life insurance company, $450,- 
000 beginning assets, needs Vice President in 
Charge of Agencies. Good organizational back- 
ground with home office experience. Prefer na- 
tive Southerner but not essential. Also need Sec- 
retary-Underwriter with ability to manage Home 
Office. Stability, background and proven ability 
essential. 

Both officers may buy organizational stock on 
long terms. Splendid opportunity for growth. 
Gulf Coast climote, wonderful family living con- 
ditions. Write full particulars including salary 


range. 
Dr. R. C. Cook, President 
SOUTHEASTERN 
LIFE INSURANCE CO. 
Hattiesburg, Mississippi 








AGENCY SUPERINTENDENT 


Small H & A company with 250% growth in 
last three years offers an outstanding op- 
portunity to a good man to grow with it. 
This man will work in Minnesota, North and 
South Dakota to start with and will be re- 
quired to recruit, train, and supervise. Will 
have the security of salary (8-10 thousand 
to start) and the opportunity of a com- 
mission or bonus. Write full details of back- 
ground and experience to Box J-40, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ili. 




















ACTUARIAL OPPORTUNITY 


We are 
A Southern Company 
writing Ordinary and Industrial 
with more than a Billion in force. 
We only have one actuary 
and must increase our actuarial staff. 


; We prefer 
men who have passed at least three exams, 
had two years of experience 
and are under Age 35. 
Reply giving outline of experience and 
personal information to: 


Box #J-43 
The National Underwriter Company, 175 W. Jackson Blvd., Chicago 4, Hil. 
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Dawson Analyzes Variable Annuities 


(CONTINUED FROM PAGE 2) 





i 
fear that the sale of variable annuities 
would hurt the sale of life insurance. 
they say that by selling a man on the 
yalue of equities in an annuity or 
settlement option we will convince him 
there is a basic weakness in his life 
insurance contract. I fail completely to 
follow that line of reasoning. It seems 
to me that our position would be per- 
fectly consistent—perhaps even more 
consistent than it was before. 

We would say to him: “Mr. Jones, 
if you die while this policy is in 
force, we will pay your family a 

aranteed sum that is far larger than 
the amount you will have paid into 
the policy. That’s what insurance is... 
a definite amount of indemnification 
regardless of the amount you have 
paid. However, if you would like the 
proceeds paid to your family, not in 
a single sum, but in the form of an 
income, then we are talking primarily 
about long-term investment perform- 
ance in a fiduciary fund. Perhaps those 
results would be better over a long 
period of years, if you arranged to 
include some equity investments in the 
fund, by putting part of the proceeds 
into a variable annuity. However, the 
choice on that is yours.” 


Why should the life insurance busi- 
ness concern itself at all with this 
question of variable annuities? The 
reason, I think, is that there is a grow- 
ing public recognition of the fact that 
a reasonable amount of equity invest- 
ments has a sound place in most in- 
vestment programs. Hence, there is a 
growing public demand for some 
method that will combine the benefits 
of equity investment with the annuity 
principle. I doubt that this demand 
will disappear simply because we ig- 
nore it. 

The use of equities in conservative 
long-term investment programs is not 
a new or untried conception. Many 
property insurance companies have 
been doing it successfully for years. So 
have endowment funds, charitable 
trusts and investment trusts of various 
types. The laws of many states permit 
the operation of personal trust funds 
under the “prudent man’ principle 
that allows for holding of equities; and 
funds placed with trust companies are 
generally permitting more leeway in 
this matter of stock holdings. 

7 e © 

Many of the trusteed pension plans 
of corporations now provide for in- 
clusion of equities. Regulatory au- 
thorities and the general public are 
giving increasing acceptance to equi- 
ties. Life insurance management has 
been slow to accept that view. When 
“they’re all out of step but Jim” it’s 
certainly appropriate for Jim to take 
a good hard look at what he’s doing. 

This change in public demand is un- 
questionably having an adverse effect 
on the annuity side of our business. 
Sales of annuities have not kept pace 
with the rapid growth of trusteed pen- 
sion plans and equity investment 
trusts. With the growth in the relative 
number of older people, and with the 
further spread of both group and in- 
dividual retirement plans, these ques- 
tions will become more important than 





4, Ml. 





ever in the future. 

_ What are the advantages and bene- 
fits that might accrue to our policy- 
holders and their beneficiaries from 
the variable annuity? 

First: It would make it possible for 
the average man, whose funds do not 
enable him or his family to live after 


retirement on income alone from his 
savings, to obtain any benefits there 
may be in diversified equity invest- 
ment, without losing the benefit of the 
annuity principle that he needs. 

Second: It would undoubtedly keep 
the purchasing power of annuity in- 
come somewhat more closely related to 
long-term changes in the general price 
level than fixed-income annuities will. 

Third: It would enable the annui- 
tant to share in the long-term growth 
and increasing productivity of the 
country. This can be an important fac- 
tor in a contract when both the pay-in 
and pay-out periods may extend over 
a long period of years. 

Fourth: When funds are invested 
only in fixed-income obligations, 
there is little opportunity for gains to 
offset the investment losses that are 
likely to occur occasionally. Equities, 
which have greater possibilities for 
appreciation in value, could provide 
such an offset to losses. 

Fifth: Entirely aside from the ques- 
tion of possible appreciation in value, 
equity holdings should produce greater 
annual income. One reason for this is 
that under normal market relation- 
ships, dividend yields are generally 
higher than the interest yield from 
high-quality fixed-income obligations. 
Another reason is that improvements 
in technology and the plowing back of 
corporate earnings provide a growth 
factor in equities and make possible a 
substantial increase in dividends over 
a long period. 

What are the possible dangers and 
disadvantages of the variable annuity? 
It seems to me the most important are 
these: 

First: There would be no guaran- 
teed minimum income from that por- 
tion of the proceeds that are held in 
an equity fund. 

Second: There would undoubtedly 
be some fluctuation in the income re- 
ceived annually from that part of the 
funds invested in equities. For this 
reason, people not in a position to af- 
ford some fluctuation in income should 
not buy variable annuities. 

Third: The device lends itself to 
undue sales pressure and exaggerated 
claims. If the annuitant does not un- 
derstand clearly the nature of his var- 
iable annuity contract, any reduction 
in payments may cause him to be 
critical of his life insurance company. 

Fourth: The departure from fixed- 
dollar guarantees, even though it oc- 
curs only in the annuity phase of our 
business, may cause some people to 
feel less certain of the performance of 
life insurance companies. 

Fifth: The possibility of a serious 
loss of principal must be admitted. 


There is strong evidence that fixed- 
income annuities, based upon neces- 
sarily conservative interest assump- 
tions, have failed to fulfill the pub- 
lic’s expectations. This has resulted 
in a strong and increasing public de- 
mand for some type of annuity that 
will include equities; and this public 
attitude is already affecting our busi- 
ness adversely. Someone is bound to 
meet this demand. In fact, someone is 
already doing it. So the fundamental 
question is whether this demand 
should be met by the life insurance 
business, or by others. 

Based upon all the foregoing consid- 
erations, I feel the life insurance busi- 
ness should accept the challenge and 
endeavor to do the job, because I think 
that, on balance, the possible advan- 


tages of the variable annuity, both to 
the public and our business, outweigh 
the possible disadvantages and risks. 
That is particularly true if proper 
safeguards and limitations are included 
in the enabling legislation needed for 
us to enter this new activity. I feel 
that, because of our conservative ap- 
proach to investment questions, life 
companies are likely to do such a job 
more soundly than other organizations 
might. And I think that, if the variable 
annuity is sold by life insurance men, 
in combination with our other prod- 
ucts and services, we are less likely to 
have any overselling of the equity idea 
than would be the case if it is sold by 
others as their exclusive product. Then 
it wouldn’t be offered as a competitor 
to life insurance, but as another sup- 
plement to our flexible services. 

Successful development of the var- 
iable annuity would, I believe, improve 
our competitive position in the annuity 
and pension field. I think it would 
also be a boon, in the long run, to our 
life insurance business, since the abil- 
ity to obtain settlements of the variable 
type would make the purchase of life 
insurance more attractive than ever 
to many people. 

We live in what might well be 
termed an “age of improvement.” Like 
every other business, the life insurance 
business has a public duty to improve 
its products and services in every pos- 
sible way, and to conduct reasonable 
experiments with that end in view. 

* * € 

In the life insurance business today, 
we are offering many products and 
services that seemed new and radical 
when they were first introduced. And 
we have given up many things that 
were tried and found wanting. Our 
business has always been willing to 
experiment and innovate in any way 
that offered a reasonable chance to 
benefit our policyholders and their 
families. I think we must maintain that 
progressive and open-minded attitude, 
if we are to serve coming generations 
as as well we have served past gener- 
ations. 

For these reasons, I believe we have 
an obligation to apply all our know- 
ledge and wisdom to the creation of 
a sound model bill, containing all the 
restrictions, qualifications and limita- 
tions that may be needed to surround 
variable annuities with proper safe- 
guards. A bill developed under the 
auspices of the several life insurance 
associations, such as the one under 
present study, could be transmitted to 
all state insurance commissioners. 
Then, in any state where the question 
of variable annuities comes under 
serious consideration, we will be 
providing the best thinking in our 
industry for the guidance of legislators. 
This will also help to get any variable 
annuities activities subject to insur- 
ance department regulation, which is 
highly desirable. If this is not done I 
fear the movement for’ variable 
annuities will then proceed without 
conservative guidance, and that we 
may then be faced with competitive 
products unwisely conceived and in- 
sufficiently regulated. 

Fortunately, there is no need for the 
whole life insurance industry to plunge 
headlong into variable annuities on a 
national basis. We can work out this 
whole question by gradual develop- 
ment, on an_ experimental basis. 
Certain life companies might organize 
their own equity funds and begin to 
offer variable annuities. But only those 
life companies that are interested need 
enter the field. And independent vari- 
able annuity companies might be or- 
ganized, whose product might be offer- 
ed by individual life insurance agents 


representing various companies. Thus, 
experience can be accumulated with- 
out committing the entire industry at 
the outset. Moreover, no policyholder 
or beneficiary will be subjected to any 
risk he doesn’t want. No one has to 
buy variable annuities even if they 
are offered. And we will contine to 
offer fixed-dollar annuities and in- 
come settlements, as we do now. 

In the final analysis, the life or 
death of the variable annuity will be 
decided, not by the managements of 
life insurance companies, but by the 
American public. If it fills a real 
need and is soundly conceived, it will 
continue to develop, in spite of all 
efforts to discourage it. On the other 
hand, if it fills no great need and is 
not soundly conceived, it will soon 
disappear from the scene. If we will 
help to guide the movement soundly, 
test it fairly and let nature take its 
course, I think we will find the right 
answer. 


Liberty Life’s Golden 
Year, New Home Office 
Featured in Brochure 


Liberty Life’s 50th anniversary and 
the dedication of its new home office 
building on the outskirts of Green- 
ville, S.C., in its golden anniversary 
year are highlighted in a 44-page 
brochure. 

As of June 30, Liberty Life had $80,- 
700,000 in assets and $708,249,000 of 
insurance in force, ranking among the 
first 70 U.S. companies in the latter 
respect at the close of 1954. 

Organized as Southeastern Life by 
a group of business leaders at Spartan- 
burg, S.C., in 1905, the company was 
moved to Greenville in 1910. Its great 
development came under the leader- 
ship of the late W. Frank Hipp, who 
founded Liberty Life in 1919. Mr. Hipp 
had begun his life insurance career 
in 1912 with Southeastern Life and 
was one of its general agents at the 
time he organized Liberty Life. The 
two companies, which had operated 
under the same management since 
1931, were merged in 1942. 

Francis M. Hipp, Mr. Hipp’s eldest 
son, was elected to succeed his father 
as president following the latter’s 
death in 1943. Subsequently, the com- 
pany became one of the largest finan- 
cial institutions in South Carolina. The 
new home office building, serving 95 
branch offices and nearly 1,000 field 
men, was dedicated earlier this year. 








Lincoln National Names 
W. L. Pool at Atlanta 


Lincoln National Life has named 
Walter L. Pool general agent at Nor- 
folk succeeding the 
late Ben Simon. 

Joining the com- 
pany in April, 
1946, Mr. Pool was 
the largest person- 
al producer among 
first-year men in 
1946 and had the 
largest sales vol- 
ume among all 
company agents 
for each of the 
next four years. A 
Million Dollar 
Round Table member nine consecu- 
tive years, he has qualified every year 
for Lincoln National’s top production 
clubs. 

For the past year Mr. Pool has been 
associate general agent at Norfolk, 
working closely with Mr. Simon. 





W. L. Pool 
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A&H Code Wins OK of NAIC Committee 


(CONTINUED FROM PAGE 1) 





in life insurance and annuity con- 
tracts.” 

Another change is in section 12, 
dealing with identity of insurers. It 
adds this sentence because of requests 
from Blue Cross. “An advertisement 
shall not use a trade name, service 
mark, slogan, symbol or other device 
which has the capacity and tendency 
to mislead or deceive as to the true 
identity of the insurer.” 

The subcommittee on routine policy 
control, headed by Pansing of Ne- 
braska did not endorse the model bill 
as National Assn. of Life Underwriters 
asked it to but went on record as fa- 
voring the drafting of legislation and 
its submission to the various legis- 
latures “in such a way as to obtain a 
legislative expression as to whether 
this type of policy should be allowed 
or banned.” The committee avoided 
committing itself on whether such pol- 
icies are in the public interest but 
said that seeking legislative expression 
was warranted by criticism leveled at 
the semi-tontine policy and at insur- 
ance departments and by the confusion 
that has existed in the life insurance 
field. The report was approved by the 
laws and legislation committee. 

What might have been a conflict 
between New York and the NAIC 
regarding instructions for filling out 
the life blank has been avoided by 
New York’s agreeing to go along with 
the NAIC version. This had already 
been done for 1955 but only on a 
temporary basis. 

Norman M. Hughes, vice-president 
of National Life & Accident, chairman 
of the joint American Life Conven- 
tion-Life Insurance Assn. of America 
committee on blanks, expressed ap- 
proval of the NAIC expense and re- 
ceipts allocation proposals but warned 
that “we would view with considerable 
misgivings any future revision of these 
allocation guides which might tend 
toward vesting them with a less de- 
gree of generality.” 


The subcommittee on special poli- 
cies, headed by Humphreys of Massa- 
chusetts, submitted only a progress 
report. It plans to hold more meetings 
before the June NAIC meeting to 
study the legal and actuarial aspects 
of special policies. 

The threat of federal poaching on 
the preserves of state insurance regu- 
lation was a principal point in the 
presidential address of Leggett of Mis- 
souri. Certain federal boards, bureaus 
and agencies have been making over- 
tures toward taking over insurance 
regulation within the framework of 
existing laws, he declared—notably 
FTC, interstate commerce commission, 
securities & exchange commission and 
the Defense Department. The commis- 
sioners, he said, have been active in 
opposing such encroachment. 

The other threat to continued exclu- 
sive state regulation of insurance 
is possible federal legislation to regu- 
late in part or entirely the insurance 
business, he said, and called attention 
to the federal health reinsurance plan, 
which undoubtedly will be again sub- 
mitted to Congress. 

State regulation depends on the ex- 
tent and character, he declared. Where 
it is not effective there is apt to be 
congressional investigation and possi- 
bly federal legislation. Reservation of 
state regulation depends on enactment 
by state legislatures of adequate laws 
to completely occupy insurance regu- 
lation, he said. Beyond that, the laws 


must be administered efficiently and 
impartially by insurance commission- 
ers. 

Mr. Leggett urged individual com- 
missioners to survey the quality of 
examiners and degree of cooperation 
given the examination manual. He 
recommended also that commissioners 
cooperate in calling examinations 
when asked to do so and when the 
need is obvious. He said he noted a 
trend in NAIC toward over-specializa- 
tion. 

At this meeting there were 26 com- 
mittees scheduled to meet. Some were 
appointed to consider a limited aspect 
of a general problem: membership 
overlaps. Several units considered an 
almost indentical subject in A&H. 

He recommended assignments of 
newly developing problems to existing 
subcommittees wherever possible and 
that committee chairmen analyze 
problems assigned to subcommittees to 
achieve maximum _ streamlining. 

More than 600 registered for the 
convention, a big crowd, and the at- 
traction of New York resulted in quite 
a number of wives being on hand. 
Monday night there was a cocktail 
party and buffet dinner sponsored by 
the industry. This was in place of the 
luncheon given for the commissioners 
in former years. 

The Passe club had what was de- 
scribed by veteran attenders as its 
best luncheon. This may have been 
brought about by the fact that the 
November election added 12 new 
members. 

Ellery Allyn, former Connecticut 
commissioner and NAIC president, 
now a consultant in Hartford, recom- 
mended against consolidating the valu- 
ation of securities office, now located 
at New York, with the NAIC head- 
quarters at Chicago. He had been re- 
tained as a consultant to research this 
suggestion. 

The constitution and by-laws sub- 
committee approved an amendment 
authorizing the engaging of an assist- 
ant secretary-treasurer. 

The subcommittee on examination 
methods, practices and laws, headed 
by Hooker of Connecticut, has been 
working on model legislation govern- 
ing examinations. The subject of the 
bill was discussed here with represen- 
tatives of the business and the Hooker 
group will use the suggestion of those 
representatives to produce a revised 
draft for consideration at the meeting 
next June. 





Civil Service Actuarial Division 
Civil service commission has organ- 
ized an actuarial division, which 
includes Chief Actuary Maurice Brown 
and E. A. Rasor, formerly of social 
security administration actuary’s of- 
fice. The division handles actuarial 
problems of civil service retirement 
and the government employes’ group 
life program. It also will work on the 
proposed federal employes’ A&H 


program. 


Antcliff to American Travelers 

Clifford C. Antcliff, in managerial 
positions in Indiana for Prudential 
for more than 25 years, has joined 
American Travelers Life of Indian- 
apolis as agency director. 

The company, which is headed by 
Harry E. Wells, former Indiana in- 
surance commissioner, expects to be- 
gin issuing policies in January. 


Sees Opposition to Extended OASI 


The insurance industry and a wide 
segment of business and professional 
men will make vigorous efforts to de- 








feat extension of benefits in the House- 
passed social security bill, according to 
A. L. Kirkpatrick, manager of U. S. 
Chamber of Commerce insurance de- 
partment, in a letter to insurance 
members. He referred particularly to 
provisions to add disabiltiy benefits at 
age 50 and to lower OASI eligibility 
age for women to 62. 





Hennessy Heads New Life 


Company at Louisville 


John M. Hennessy, head of a fire 
and casualty agency at Louisville, is 
president of the newly formed Cardin- 
al Life, which has home offices at 
241 South Fifth street, Louisville. Of 
an authorized capital of $1 million, 
$300,000 reportedly is paid in. Stock 
is being offered at $25 a share. 

Jean Clos, former executive secre- 
tary of Jefferson County Medical So- 
ciety, is vice-president, and J. P. Pike, 
an attorney, secretary. Asbury Al- 
ridge, president of Foundation Life 
Insurance Service of Atlanta, is treas- 
urer. 

All actuarial, medical, processing 
and other clerical functions of the com- 
pany will be handled under contract 
by the Atlanta service organization. 





Patterson Gets Higher Post 


Forrest D. Pat- 
terson has been 
appointed general 
agent at Ann Ar- 
bor, Mich., for In- 
dianapolis Life. 

Active in sales 
work since 1948, 
Mr. Patterson has 
been in Life in- 


surance for two 
years. He repre- 
sented Lafayette 


Life at Fort Wayne 
and Ann Arbor be- 
fore going with In- 
dianapolis Life. 





F. D. Patterson 





Mutual, N. Y., Aids CLU Candidate 


Mutual of New York has liberalized 
its financial support program of CLU 
candidates. Under the new plan the 
company’s agent-candidates will re- 
ceive, in addition to the present reim- 
bursment for registration and exami- 
nation fees, a stipend covering half the 
- of required books and _ tuition 
ees. 





Boettner Addresses General Agents 


Joseph E. Boettner, vice-president 
of Philadelphia Life, was the featured 
speaker at Lehigh valley conference of 
General Agents & Managers at Bethle- 
hem, Pa. His theme, “Know Yourself,” 
dealt with the importance and scope of 
the general agent’s job. 

Paul H. Marsteller, general agent of 
Philadelphia Life in Bethlehem, was 
program chairman. 


Waldron Named by A.M. Best 


Frank R. Waldron, who has been 
metropolitan representative in New 
York City for A. M. Best Co. and Flit- 
craft, has been appointed director of 
sales for the organizations to succeed 
the late Walter H. Brockhaven. Mr. 
Waldron has been with A. M. Best Co. 
since 1946, and has been in New York 
since 1953. 








CORRECTION 


Robert L. Hogg, senior vice-presi- 
dent and advisory counsel of Equitable 
Society, has been named a director, 
effective immediately, and not Jan. 1 
as stated in the Nov. 25 issue of THE 
NATIONAL UNDERWRITER. 

Richard D. Kernan, assistant treas- 
urer since 1947, will become treasurer 
on Jan. 1 when Meredith C. Laffey, 
vice-president and treasurer retires 
after 36 years with the company. 


Complete Conversion 
of Shenandoah Life 
from Stock to Mutual 


Conversion of Shenandoah 
from a stock to a mutual com 
without capital stock has been com. 
pleted. 

Virginia corporation commission has 
issued an amended charter giving ¢. 
fect to the mutualization. The oy, 
standing capital stock, all of which 
had been acquired by the trustees 
under the mutualization plan, was te. 
tired and canceled. 

The amended charter eliminated th 
word “incorporated” from the com. 
pany name, leaving it as Shenandoah 
Life Insurance Co. 





Union Mutual Appoints 


Merriman at Providence 


Union Mutual Life has appointa 
Harold T. Merriman III general agen 
at Providence. Mr. Merriman has heey 
with John Hancock for six years, the 
last two as supervisor at Providence 





Mass. Mutual Names Two 


Massachusetts Mutul Life has opene 
a district group office in Columbus, 0 
and has appointed Douglas V. Simpson 
and Charles S. Osborn district grow 
representatives at Columbus and Kan. 
sas City, respectively. 

Mr. Simpson entered the busines 
in 1948 and has been in group saly 
for two years. Mr. Osborn has been ip 
group sales and service for four years 





Eastern Names N.Y.C. Agency 
Eastern Life has appointed Cosmo. 
politan agency as general agent in New 
York City. The agency is headed by 
Leonard Jacobs of Leonard Jacobs § 
Co., New York City brokers. Marvin 
Morgenstern is manager. 





Republic National Advances Crain 
_ Jack Crain has been named person- 
nel director of Republic National Life 
Formerly personnel assistant, he join- 
ed the company in 1951. 


THOMAS R. HEANEY SR., 80, high 
chief ranger of the Catholic Order of 
Foresters anda 
past president of 
National Fraternd 
Congress, died at 
Passavant hospital 
in Chicago of 
pneumonia. He 
had been ill for 
two weeks. 

Mr. Heaney, who 
had an_ outstand- 
ing record as a 
executive and ot- 
ganizer in frater- 
nalism, began his 
C.O.F. affiliation in 1899. His- father, 
Michael Heaney, was one of the found- 
ers of the organization in 1833. Mr. 
Heaney became a high court trustee of 
C.O.F. in 1928, was advanced to high 
secretary in 1930 and named high chief 
ranger in 1944. 

Long prominent in National Fr 
ternal Congress activities, Mr. Heaney 
served on a number of committees and 
was its president in 1941-42. 








T. R. Heaney Sr. 





MRS. RENEA L. PAULUS, wife o 
Nathan P. Paulus, general agent of 
State Mutual Life at Dayton, Ohio, 
died unexpectedly after an operation 
in Dayton. 


WILLIAM L. HAMILTON, 88, who 
retired in 1937 as vice-president 
Prudential, died at his home in Maple- 
wood, N.J., after a short illness. He 
joined the company as a clerk in 18% 
and was named vice-president in 1924 
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Yes, this is insurance “arithmetic” of one type. 
It is a typical formula for processing cash sur- 
render values—electronically! Today, by IBM 
electronic data processing machines, this and 
many other insurance problems are being han- 
dled with greater speed and accuracy than ever 
before possible! 


Insurance formulas like this bear directly on 
another kind of arithmetic . . . figuring the cost 
of processing your insurance data. With IBM 
electronic equipment you'll cut those costs. You'll 
save days and even weeks in the processing of 
policy values, policy reserves, figuring agents’ 
commissions, preparation of mortgage tables, 


INSURANCE 





ARITHMETIC 


computation of dividends . . . any of the now 
time-consuming and costly data processing jobs. 


Now, you can simplify your transition to IBM 
electronics. IBM punched card data processing 
machines can serve as the logical stepping stone. 
You'll realize a gradual growth in efficiency 
while steadily building toward the full and re- 
warding efficiencies of IBM electronics. For 
complete information, contact your local IBM 
representative, or write: LIFE INSURANCE 
DEPARTMENT, International Business Machines 
Corp., 590 Madison Ave., New York 22, N. Y. 





DATA 
PROCESSING 

















Do you really know how old you are? 


res you answer this question, read this story about 
a boy, his mother and an elderly lady. 


“*How old is your son?” the elderly lady asked. 


“Physically, he’s 10. Emotionally, about 7. Intellectu- 
ally, around 15. Counting birthdays, he will be 9 next 
Sunday,” the mother exclaimed. 


Like the little boy who was 10, 7, 15 and 9 years old, 
no one has a single age, regardless of birthdays. 


This is because aging occurs in different people at dif- 
ferent rates in different parts of the body. So, despite the 
calendar, in some ways you may always be “young”... 
while in other ways, you may be “older” than your years. 


Everyone wants to stay as “young” as possible through- 
out life. Fortunately, there are ways to help retain certain 
youthful assets, even into the “sunset years.” 


Foremost among your early preparations for living long 
and happily are annual health examinations. Through 
them, your doctor can watch for clues to mental and 
physical impairments which, though minor today, could 


grow worse as time passes. Correction of any defect, at 
its very beginning, is the best way to help keep that 
defect from interfering with your future. 

A younger person’s health program should also include 
observance of good health habits. It is both possible and 
wise . . . to get enough sleep and rest, to eat properly, to 
exercise sensibly . . . and still not miss any fun during the 
prime of life. 

After age 40, two things become very important: (1) 
Guarding against degenerative diseases, such as heart and 
blood vessel disorders, diabetes and arthritis; and (2) pre- 
paring for your retirement years. 

Health examinations may, sometimes, be desirable at 
least twice a year after mid-life to help prevent, postpone 
or control degenerative ailments. Greater care, too, should 
be given to nutrition. A good, varied diet may help delay 
certain aging processes. 

Naturally your living habits change as you grow older. 
So, to keep mentally happy, include a hobby in your plans 
for the leisure years. 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 31,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, McCall’s, Wom- 
an’s Home Companion, National Geographic. 
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